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NATIONAL 


Mr. Dealer, you are driving in traffic! Your skill takes care of 
your own business car, but cannot control the other drivers to right 
and left, before and behind. One reckless driver endangers the 
whole road. 


Be sure of the car nearest your own! The Dealer carrying Na- 
tional Builders’ Hardware gives his whole time and attention with- 
out worry to the control of his own affairs. Our undeviating steadi- 
ness is your successful, prosperous arrival at the journey’s end! 





ed No, 28 “ Washburne ” 
Sliding Door Latch 


Japanned 






SCREWS INSIDE. 
NATIONAL. MFG.CO. 








Your trade in Sliding Door Latches is a ‘National’’ requisition. 
No. 28 “‘Washburne” stays longest on a door but shortest on the 
shelf. It is all-steel, heavily japanned, for right or left sliding doors. 
The door will open full width because this Latch is flush with the 
door on the inside. The plate staple is an improved design, extend- 
ing the bar only * inch over edge of door. 











See by the above cut how neatly No. 28 ‘‘Washburne’’ applies 
to the door. 


Every Latch comes conveniently packed, with screws counted 
and sealed. ‘‘National’’ deals direct with Dealers. That's why we 
consider your profit, your service, in every detail. Write for Cat- 
alog, today. 
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‘| 


National Mfg. Company | 
Sterling Illinois | 
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Uncle Sam’s “Billion Dollar Dump” 


and the 


Hardware Trade 
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Hardware Age here 
asks “Washington” some’ 
questions which every manu- 
facturer and seller of hardware 
wants answered. The answers, , 
which will havef an important 
bearing on YOUR business, 

will appear in Hardware 
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WASHINGTON, D. C., Jan. 27, 1919. 


ANUFACTURERS, wholesalers and re- 
M tailers, during the past fortnight, have 

been deluging the War Department with 
questions as to what is to be done with the 
enormous stocks of surplus goods purchased by 
the Government for war purposes but which 
are no longer needed and which, according to 
recent announcement, are to be disposed of. 
Much anxiety has been expressed lest these 
goods should be dumped upon the market with 
disastrous effect or should be junked in such a 
unfair competition with 


way as to result in 
legitimate trade. 
Director of Sales Hare, who has been ap- 


pointed to solve this big problem both in the 
interest of the Government and the legitimate 
business of the country, declares that industry 
is to be treated fairly. 


try to normal condi- , 
i *? __ Secretary of 4 


War Baker, November 


. iA, 


By W. L. 
















? 


hah 


a 
MM 





1918. 


Rd 


CROUNSE 


Junk Pile Shrinks in Size 


T the outset the reassuring statement car 
A be made that the “billion dollars’ worth of 
surplus goods” described in the original state 
ments concerning this matter has already 
shrunk to less than half that amount and will 
probably decline still further before the final 
appraisal is made. 

According to Mr. Hare, the actual disposition 
ot the material wherever possible is to be left 
in the hands of the manufacturers who sold it 
to the Government. The details of the dispo- 
sition of the goods will be worked out at a con- 
ference of the Government authorities with 
these manufacturers. 

In developing his program Director Hare has 
already canceled all previous orders for the 
disposition of material on hand and has issued 
a new blanket bulletin to all bureaus governing 
39 
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future sales. Under this ruling a bureau hav- 
ing on hand less than $100,000 worth of any one 
commodity may sell that stock through its own 
office, provided the sale is made with proper 
reference to market conditions and open com- 
petition. In the case of all private sales with- 
out advertising at least three responsible bids 
must be secured to guarantee that the interests 
of the Government are properly protected. 

If the value of any one commodity to be sold 
exceeds $100,000 the disposition must be made 
under the express approval of Director Hare. 
These are the sales in which the co-operation 
of the industries themselves is to figure. 

How Machine Tools Will Be Handled 

S illustrating the method to be pursued in 

handling the surplus goods the arrange- 
ment just concluded for the disposition of 
superfluous machine tools may be cited. This 
agreement was reached at a meeting of repre- 
sentatives of the machine tool industry of the 
whole country and officials of the War De- 
partment. 

The actual appraisal of these tools resulted 
in the shrinkage of the preliminary estimate of 
$300,000,000 to less than $100,000,000, and the 
hope is confidently expressed by representatives 
of the industry as well as by officials of the 
Government that all these tools can be absorbed 
“without serious disarrangement.” The follow- 
ing tentative agreement reached at this confer- 
ence will serve as an index of the Government’s 
future program: 

“1. The inventory of all machine tools and 
equipment which is being made will be expe- 
dited to the greatest possible extent. 

“2 As soon as it is know that a quantity 
of machine tools is available for disposal, the 
manufacturers of these tools will be given an 
opportunity to purchase them at a price and on 
terms of settlement which will be satisfactory 
to all parties concerned. 

“2 In case it is impossible for the manufac 
turer to purchase his product outright, an 
effort will be made to arrange for the market- 
ing of the product by the manufacturer, in an 
equitable manner, securing for the Government 
and the manufacturer alike the best possible 
terms. 

“4. In case both these methods of disposition 
fail, the material will be offered for sale to the 
general public in a manner prescribed by law. 

“In the settlement of plant contracts, which 
involve the sale of large groups of various kinds 
of tools and equipment, an effort will be made 
to prevent the sale for resale of any equipment, 
as it is realized that considerable injury might 
be done by indiscriminate sales of this char- 
acter.” 

Scrap Presents Serious Problem 

ry. HE hardest nut which Mr. Hare has to 
I crack is presented inf the disposition of so- 
called “scrap.” If everything the Government 
has on hand and which has been roughly cata- 
loged as scrap could be used for no purpose 
except to be cut up and remelted there would be 
no difficulty. But that is not the case. 


Hardware Age 


Very large quantities of so-called junk are 
really not junk at all, except in the sense that 
the bureaus which have control of it have no 
use for it and cannot readily dispose of it for 
use in its original form. But to jumble all 
this material up together in a big scrap heap 
and sell it to junk dealers would no doubt re- 
sult in the salvaging by the aforesaid junk 
dealers of very large amounts of material prac- 
tically as good as new and certainly good enough 
to be sold at fair prices for reuse. 

When a junk pile is worth ten or twenty mil- 
lion dollars its indiscriminate sale to men who 
make a business of reclaiming anything that 
can be used over again is a serious matter. 
Mr. Hare recognizes just how serious it is and 
is painstakingly working out a system of safe 
guards to protect manufacturers and dealers. 

It is the War Department’s policy that no 
material sold as scrap shall find its way into 
the hands of junk dealers who are likely to cull 
out parts to be disposed of as second-hand mate- 
rial. It is possible that the officials will even 
yo so far in the case of discarded machinery as 
to have it broken up under Government super- 
vision before sale. 

A very large amount of barb wire is now in 
possession of the Government, much of which 
has never been galvanized or painted. It could 
easily be disposed of by junk dealers, who 
would have little difficulty in selling it to the 
farmers at a price, but anyone who purchased 
it would doubtless live to regret his bargain, 
so the Government does not intend to be a party 
to a deal that might closely resemble a swindle 
on the horny-handed sons of toil. 


Price Basis to Be Determined 


R. HARE is giving some very serious 

thought to the question of price stand- 
ards for these transactions. . The problem is a 
difficult one. 

The Government paid excessive prices for 
much material in order to obtain early deliv- 
eries and maximum production. Frequently 
these prices were higher than those now cur- 
rent and of course vastly in excess of normal 
rates. 

When it comes to selling this material it goes 
without saying that it will realize but a frac- 
tion of first cost. Nevertheless, the Govern- 
ment does not intend to give it away. 

In this connection assurances are given that 
the officials will consider not only the interests 
of the Government, but the protection of the 
trade and that rather than permit goods to be 
sold for a song and then resold as second-hand 
material available for reuse they will be junked 
in such a manner as to insure remelting. 

A similar rule will apply to factories and 
plants which, with their equipment, were built 
by the Government. In many cases the parties 
on whose property these plants were con- 
structed were given a purchase option in the 
original contracts. 

The other day one of these contracts was 
closed up and a manufacturer, who had received 
over $2,000,000 from the Government with 
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which to extend his plant, was asked to exer- 
cise his option and present a bid for the new 
plant and equipment. 

He had the nerve to offer Uncle Sam $100,- 
000, or about 5 per cent of the cash advance he 
had received. The officials promptly told him 








Do You Want These 


distribution ? 


will this material be disposed of ? 


partment ? 
how? 
buyers to demoralize the market? 


ernment hands ? 


ting prices, will be followed, 





WAR DEPARTMENT 
Air Service 
Division of Military Aeronautics 
Washington, D. C. 


te 
SURPLUS BUILDING AND OTHER MATE- 
RIAL TO BE SOLD BY THE WAR 
DEPARTMENT 
1. The Director of Military Acronauties is from 
time to time offering for sale serviceable airplanes, 
motors, building supplies and a wide variety of 
surplus materials and articles that include every- 
thing you might think of. All are new and ser- 
viceable, and are now in storage at the various 
Flying Fields in the United States. 
2. The list of materials includes besides such 
items as were mentioned above: 


Gasoline engines Kitchen ranges 
Road graders Kitchen supplies 
Plows, disc harrows, etc. Office furniture 


Builders’ hardware Safes 


Plumbers’ supplies Typewriters 
Steam fitters’ supplies Builders’ tools 
Oil engines Furnaces 


Cement Paints, olls, brushes, etc. 


3. All materials are new and are in good con- 
dition, but the quantity, while in the aggregate is 
large, is divided among the various Flying Fields. 
For example, the largest amount of cement in 
any one place is 566 sacks, and the largest lot of 
nails in any one place is 75 kegs of various sizes. 

1. Probably you are interested in purchasing 
such materials. Probably some of your business 
acquaintances are interested in such an opportun- 
ity as this. You would be doing your friends as 
well as the Government a service by passing this 
information along. 

5. Check the items in which you are interested. 
When about to sell such items, the Director of 
Military Aeronautics will circularize you and give 
you the opportunity to purchase all or any part. 














What are the estimated amounts of any surplus materials in hardware 
line to be disposed of by the Government? 
How far will Hardware and Metals Division have the handling of this 


If it is true that only lots amounting to $100,000 or more will be so 
disposed of as not to disrupt trade, who apportions goods into lots, and 
how is the apportionment carried out? 

How will lots of less than $100,000 be disposed of ? 

Is it true that all the surplus stock of the Aircraft Division will be dis- 
posed of separately from that of War Department? If so, why? and hou 


What disposition will be made of surplus material by the Navy De- 


Are any inventories yet completed ? 
Are any goods or materials being disposed of now? 


Can surplus stocks be bought by such concerns as Chicago Wreeling 
Co., Sears-Roebuck or any catalogue house, directly or indirectly ? 
Will anything be sold at serap prices that might be used by bargain 


How will buyers be found for all surplus goods and materials in Gor 


What method of allotment or apportionment, and what method for set 


The answers will appear in Hardware Age just as soon as Washington can produce them 


4) 


they would scrap the entire establishment and 
lose the whole investment before they would be 
a party to such a fraud upon the Government. 

Your Uncle Sam is pretty easy, but not as 
easy as that. 


Questions Answered 7 


If so, what and 








l'ypewritten notices, similar to that at the left, 
have been received by many hardware dealers in 
the past few weeks. The danger to legitimate 
merchants of this method of unloading even small 
quantities of goods by the Air Service was dis 
cussed last week at the meeting of the Hardware 
and Supply Dealers’ Association of Manhattan and 
Bronx. The secretary of this association says: 

“A matter that was considered of great im 
portance, and which concerns all connected with 





the hardware trade was the reading of a ¢ircular 
sent out by one of the Government departments, 
advertising a sale by auction of a large quantity |} 
of hardware and tools. 

“It is the unanimous opinion of the members of || 
the association that this would have a disastrous 
effect on the retail hardware trade and would tend = || 
to demoralize prices, as the goods mentioned 
would fall into the hands of unscrupulous dealers |} 
who would dump them on the open market at || 
very low prices and would cheapen the standard 
of well-known lines. 


“The secretary was instructed to write to the 
manufacturers’ associations and the Metropolitan 
Hardware Association with the object of register- 
ing a united protest against these proceedings, 
and to recommend that the goods in question and 
all other goods to be disposed of in future should 
be sold or released through the manufacturers or 
dealers who supplied them, so that the resale of 
these goods may be regulated through the proper 
channels of trade.” 





















vention of the Pacific Northwest Hardware and 

Implement Association, held in Spokane, Wash., 
Jan. 15, 16 and 17, was reconstruction or readjustment 
as it may affect merchandising. It may be said that in 
general the discussion went down through the shadows 
of doubt and fear up to the heights of confidence in 
the inherent and essential soundness of political and 
economic conditions in the United States. The regis- 
tration of members was larger than at any previous 
convention. C. S. Robertson ably performed the duties 
of presiding officer and there was general satisfaction 
in the election of O. E. McCutchan, of Deer Park, as 
president for the next year, and in the retention of 
Secretary Lucas for both this and the insurance organi- 
zation, which declared a 50 per cent dividend. John 
Raymer was re-elected president of the insurance asso- 
ciation. 


T dominant theme of the fourteenth annual con- 


The Wednesday Sessions 


rT\HE convention was called to order at 10.20 by 
I President C. S. Robertson, of Bremerton, Wash. 
“America” was sung by the entire audience, after which 
the Rev. T. H. Harper pronounced the invocation. 

Acting Mayor J. C. Argall, city commissioner, ex- 
tended to the members and guests a cordial welcome 
to Spokane, and a fitting response was made by Pres- 
ident Robertson. 

John Raymer injected some “pep” into the proceed- 
ings, after which “short talks from our guests” were 
called for. 

The chair announced the following committees: 
Finance and Auditing, John Smith, Walla Walla; W. 
L. Walker, Waukon; T. E. Herman, Genesee, Idaho. 
Resolutions, R. S. Butterfield, Moscow; F. W. McCann, 
Coulee City; A, T. Holmes, St. John; A. F. Kramer, 


Almira; H. L. Thomason, Sandpoint, Idaho. Legis- 
lative, Washington, S. C. Seott, Burlington; Charles 
Hood, Puyallup; W. A. Bell, Yakima; A. C. Ware, 


Spokane. Legislative, Idaho, J. N. Nankervis, Moscow; 
R. S. Erb, Lewiston. Membership, T. H. Herman, 
Genesee, Idaho; O. A. Welsh, Coulee City; S. Cava- 
naugh, Auburn; E. H. Heberlein, Edmonds. Trade 
Relations, West Side, A. L. Callow, Elma; F. A. Ernst, 
Seattle; S. Cavanaugh, Auburn. Trade Relations, East 
Side, John Raymer, Reardan; H, A. Steinke, Spokane; 
C. E. Robertson, Spokane. Community Development, 
A. L. Callow, Elma; C. S. Robertson, Bremerton; O. 
E. McCutchan, Deer Park; F. W. Kaser, Walla Walla; 
A. Z. Wells, Wenatchee; George E. Berlin, Centralia; 
John Smith, Walla Walla. 

Wednesday afternoon President Robertson delivered 
the annual address, which was a patriotic and inspiring 
appeal to the members to play a loyal and intelligent 
part in facing the new political and industrial problems 
before the nation. In the work of reconstruction he 
believed the building up, or perpetuating of a proper 
community spirit and developing our community inter- 
ests, should be of prime importance. 

Hon. W. J. Hindley, who has been a prime favorite 
at many hardware conventions, was given an ovation 
when he appeared upon the rostrum. He prefaced his 
talk with some complimentary remarks on the fine 
record made by the association’s insurance department, 
as evinced by the placards on the walls, and then 
“lit” into his subject, “Business Men and the Bolshe- 
viki,” with characteristic vigor. 

Dr. Thomas H. Harper was introduced and gave his 
famous lecture, “With the Yanks at St. Mihiel,” after 
which Roy F. Soule, editor of HARDWARE AGE, was 
again called on and gave his now celebrated address on 
“Mr. Buyer, It’s Up to You.” ~ 


The Thursday Sessions 


HURSDAY morning R. S. Butterfield, of Moscow, 
Idaho, delivered an interesting talk on “Pacific 
Coast Repair Prices.” 





Confidence at Spokane Convention 
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The feature of this session was the scheduled address 
by Roy F. Soule, editor of HARDWARE AGE, on “Keeping 
Oiled the Hinges on Which Big Sales Are Hung,” which 
was a strong talk on retail salesmanship. 

Thursday afternoon President Robertson called on 
Mr. Soule to entertain the members until the Washing- 
ton Hardware and Implement Underwriters were ready 
to convene, which he did with an interesting story of 
what he considered the best sale he ever made. 


President John Raymer then took the chair for the 
insurance session. His annual address was, as usual 
brief but much to the point. He announced as melon 
cutting $13, a saving to policyholders of 50 per cent. 

When the Pacific Northwest Association resumed its 
meeting Mr. Soule was again called upon and gave an 
interesting talk on “Prices and the Business Outlook.” 

John Smith presented the report of the nominating 
committee, offering the names of F. E. Kunz, F. A. 
Ernst, W. M. Thompson, J. W. Kinleyside, H. G. Jaeger 
and W. IF. York as directors for three years, and F. W. 
Owen and E. T. Vickerman as directors to fill unex- 
pired terms. 


The Friday Sessions 


VRIDAY morning E. E. Faville, publisher of the 

Western Farmer, was introduced and gave an in- 
teresting talk on “Developing Community Interests.” 
“Tractor Profits and Cash Sales” was the subject of 
an interesting address by Norman Lombard, of the 
Western Farm Credit Company, San Francisco. He 
emphasized the growing importance of the farm tractor 
and power machinery business, and said he believed 
that many dealers were not taking on this business 
because it tended to be on a basis of cash, note or 
acceptance, fearing it might require too much capital, 
and explained the solution offered by his company 
whereby the merchant might sell on time and still 
realize the cash. 

Mr. Ernst reported that at the directors’ meeting the 
following officers were elected: O. E, McCutchan, pres- 
ident, Deer Park; F. A. Ernst, first vice-president, 
Seattle; H. G. Jaeger, second vice-president, Plummer, 
Idaho. E. E. Lucas was re-elected secretary-treasurer. 
The executive committee consists of George Arland, 


W. L. Walker, F. W. Owen, W. F. York and H. G. 
Jaeger. 
The directors had also decided to hold the semi- 


annual convention in Seattle in June, after the 15th, 
and President Robertson appointed Mr. Ernst chairman 
of the arrangements committee for the Seattle meeting. 

The feature of the Friday afternoon session was the 
address by A. T. Anderson on “Some Aspects of Gov- 
ernment.” 


Chairman Butterfield introduced resolutions which 
were adopted (1) favoring the bill introduced by Sen- 
ator Jones for the deportation of alien slackers; (2) 
urging the war board to release every man who has a 
civil job, calling him in preference to or before others 
in the service; (8) expressing sympathy to the family 
in the death of J. W. Lipscomb, of Seattle; (4) express- 
ing sympathy to L. M. Collins in the recent loss of his 
daughter; (5) expressing sympathy to T. M. Sherman, 
of the Hardware World, in the loss of his son in the 
war; (6) favoring larger discounts by the manufac- 
turer to the dealer on repairs; (7) thanking the Daven- 
port Hotel for courtesies extended; (8) thanking the 
jobbers and manufacturers of Spokane for the banquet 
and other courtesies. 


It was informally announced that the officers of the 
insurance association were re-elected as follows: Pres- 
ident John Raymer, Reardan; vice-president, A. L. 
Callow, Elma; secretary-treasurer, E. E. Lucas. 

Motion by Mr. Wells carried that Roy F. Soule be 
declared an honorary life member of the association. 
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“Commercial Democracy” on Paint 


What “Inside White’ Did to 
the Demuth Pipe Factory 


By Roy F. SOULE 


O get paint pointers at a pipe convention is 
T just a little different. If this were to be 
just a paint story it would be short and sweet. 
But there’s more, and the side issues are full of 
business horse sense that gets right down to earth. 

Wm. Demuth & Co. are the biggest smoking pipe 
manufacturers in the United States. Their offices 
are in New York City, and once a year their travel- 
ing men from all over the world meet for a sales 
conference. 

These meetings have resulted in a “business 
democracy.” Now, that sounds like one of the many 
names that camouflage controlled workmen into a 
belief that they have some say in the running of 
the boss’s business, but in this case it is real. 

There are more than 700 men and women em- 
ployed in the Demuth factory, 100 more in the office 
and shipping force, and half a hundred salesmen 
who comb America and neighboring countries from 
Russia to Japan for business. They have patterned 
after the United States Government in organiza- 
tion. The entire force first met and endorsed the 
proposed plan, then they elected 100 people to their 
House of Representatives. This body in turn elected 
a senate of 40 members. The senate then elected a 
‘vabinet of 12 members and over that body Leopold 
Demuth, president of the company, presides. 

As you can readily imagine, the members of the 
House of Representatives are very close to the 
people and propose many things that are killed 
off by the higher bodies, but they also propose many 
things that would have never o¢curred to the “high- 
er-ups.”’ 

Through those legislative halls have passed many 
laws that have improved product, speeded up de- 
livery and made more pleasant working conditions. 
The law that put the traveling men on a commis- 
sion basis put the salesmen on a basis where bonuses 
became more regular and less annoying than the 
eternal endeavor to pry a raise out of the firm. The 
boys like it and the company’s treasurer says it has 
made the annual meetings “mingleable” for him. 

Well, their annual get-together ended this year 
with a banquet tendered by the cabinet to the sales 
force. I was a guest and enjoyed with them a 
beefsteak dinner and a cabaret show, both parts 
of which could have been covered with the one com- 
plimentary remark, “some beef.” 

Then came the speeches. I made one and it 
proved encouraging to a lot of the fellows who 
thought they couldn’t. 


“His Was a Paint Story” 


f\NE of these men was the factory superinten- 

dent. His was the paint story. He told how 
one department of the factory had requested through 
its “representatives” that their work rooms be 
painted white. The House passed the bill, the Sen- 
ate ordered its O. K. The cabinet did not say nay, 
nor did the president veto, so the paint was spread. 
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How 


there in your town ? How 


many factories are 


many of them are painted 
Why not 


have the paint specialist in 


white inside ? 


your store take a day off 
to go around and tell the 
superintendent of each fac- 


tory this little story of how 





paint paid a profit in a pipe 





plant? He will bring 


home the bacon. 











Now, get this: It’s paint-selling talk for “that 
factory” in your town. 

That department of the Demuth pipe factory 
increased its output 12 per cent and decreased re- 
jections by the inspection forces an even 20 per 
cent the first month after the paint had been 
applied. 

Other departments began to ask for paint. 

The “Senate” was besieged with “paint lobbies” 
but action came from the “cabinet” itself when the 
results of that white paint were placed before them 
by the accounting department. That factory was 
painted white from engine room to packing room, 
and the same increase of output and decrease of 
rejections is shown in the entire plant. 

Now, if this isn’t paint talk I don’t know selling 
ammunition when I see it. 

If bright, light, clean, wholesome workrooms 
will bring such results in a pipe factory it can 
surely do something in other rooms where people 
spend their time between punches at the time clock. 

If it will work in a factory it ought to work in a 
store, and the architects who planned some of our 
stores are possessed of owl possibilities if there is 
anything in this reincarnation stuff—not because 
of their wisdom, but because they think every one 
can see better and work better in long, dark, dingy 
rooms. 

Let’s send our thanks to the “Demuth Commercial 
Democracy.” 

Paint up with light-reflecting colors, and then go 
out to sell the same idea to a lot of other people 
who need it. 


9 
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Washington News 


Rushing the Revenue Bill—Extra Session 
of Congress Looms Large on 
the Horizon 


By W. L. CROUNSE 


WASHINGTON, D. C., Jan. 27, 1919. 


HE Congressional leaders have opened the 

throttle wide and are driving with all speed 

to put the new revenue bill on the statute 
books at the earliest possible moment. All other 
legislative business is being subordinated and 
final action on the revenue measure before Feb- 
ruary 1 is now confidently predicted. 

But final Congressional action is not all that is 
necessary to make the revenue bill a law. It must 
be signed by the President, who is now some three 
thousand miles away, and, according to the inter- 
pretation of the Constitution by some high offi- 
cials, the bill with the President’s signature must 
be back in Washington before it can be proclaimed 
by the Secretary of State to be the law of the 
land. 

This may be a narrow and somewhat technical 
view but inasmuch as there are absolutely no 
precedents to guide the executive officials they 
are likely to take no chances. Never before in 
the history of the country has the President been 
in Europe and the fact that Congress is close to 
its last dying gasp further complicates a very 
delicate situation. 

Whether the bill shall be sent to Paris for the 
President’s signature or held for his return to 
Washington will depend upon two things, namely, 
the exact date of its passage by Congress and the 
date on which the President will return to the 
White House. The method that will put the new 
statute into force at the earliest date will be the 
one finally chosen. 


Puzzling Over Income Tax Returns 

a the meantime Commissioner of Internal Rev- 

enue Roper is sitting up nights for the Con- 
ference Committee worrying over the biggest prob- 
lem his bureau has ever had to tackle. How to do 
three months work after the bill becomes effective 
and before individuals and corporations are 
obliged to make their income tax returns and still 
require those returns to be in the hands of local 
collectors of internal revenue on or before March 
1, next, is a puzzle that would keep Solomon 
guessing. 

I have it on the best authority that Mr. Roper 
has not yet made up his mind exactly what he 
will do. He has decided, however, that he will 
not undertake to collect the taxes for the year 
1918 under the existing law but will wait until 
the new statute becomes effective and then do the 
best he can. 

This should be good news to the business com- 
munity, for if an attempt should be made to 
gather in the income taxes under present law it 
would be necessary later on to make a second 
collection of the difference between the old rates 
and the new. Even Job with his angelic disposi- 
tion would indulge in profantty in such a case. 


Bureau Following Bill Closely 


= experts of the Internal Revenue Bureau 
are keeping close tab on the changes the con- 
ferees are making in the revenue bill from day to 
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day and the blank forms on which corporate and 
individual income taxes are to be returned have 
already been put in type and are on the commis- 
sioner’s desk in proof form. If the pending bill 
becomes a law early enough to justify the com- 
missioner in requiring these forms to be distrib- 
uted, filled up by individuals and corporations and 
delivered to collectors by March 15 this program 
will be carried through; otherwise it’s ten chances 
to one the suggestion I made in this correspond- - 
ence a fortnight ago will be adopted, namely, the 
date for filing the returns will be postponed thirty, 
sixty or ninety days. 

Should April 15 be fixed upon in place of March 
15 a payment of 25 per cent of the taxes for 1918 
will probably be required to be made on that date. 
If the returns are not called for until June 15 a 
50 per cent payment will probably be required. 
This would bring the receipts of the Treasury up 
to the original schedule, which contemplated a 25 
per cent payment on March 15 and on June 15. 

Of course Congress will have to authorize this 
change, but the modification can easily be made in 
a joint amendment to the bill just before its fina) 
approval by the two houses. 


Date of President’s Return Uncertain 


Nobody knows when President Wilson will re- 
turn to Washington. The big corps of Washington 
correspondents who are with him in Paris and 
who are well acquainted with him and, therefore, 
presumably, are as well informed as anybody re- 
garding his plans, are cabling from time to time 
that he expects to return “some time next month.” 

Just what that means no one here can say. 
Judging by the slow speed of the Peace Congress 
Mr. Wilson will not be ready to leave before 
March 1 and will start home earlier than that 
date with great reluctance and only because of 
the embarrassing not to say serious legal compli- 
cations that might ensue should he be absent from 
the United States when Congress finally adjourns 
on March 4 next. 

It is a safe bet that most of the important legis- 
lation of the present session will receive the Presi- 
dent’s signature during the week preceding final 
adjournment. 


Expect Extra Session of Congress 


i” you have a little sporting blood you can get 
odds of two to one that an extra session of 
Congress will be held this coming spring and that 
the House as well as the Senate will participate. 
The legislative situation has been growing more 
and more tense during the past fortnight and 
to-day both Democrats and Republicans are ac- 
cusing each other of conspiring to force a special 
session. 

It is a foregone conclusion that the Senate will 
be called back to ratify ihe peace treaty. This will 
take weeks, if not months, but would not neces- 
sarily involve the reassembling of the House in 
extra session. 

A lot of legislation will have to be enacted, how- 
ever, to put the provisions of the peace treaty into 
force and it is hardly to be supposed that the 
Administration will care to wait until next De- 
cember before passing these important laws. 
Treaties, while sometimes rated as “the law of the 
land,’ do not become automatically operative on 
the people at large; hence Congressoinal action is 
necessary to interpret them and supply their pro- 
visions to our citizens. 

But there is another reason why Congress 1S 


(Continued on page 64) 
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Records That Work for Merchants 


Simple Forms and How to Keep Them— 
They Tell You What You Ought to 
Know When You Ought to Know It 


By WALTER ENGARD 
(Continued from last issue) 
HEN the goods arrive the receiving clerk 
W will take his copy of the order and check the 
goods off to see that all articles ordered have 
been received in the quantity ordered. If it arrives 
as ordered he will “O. K.” his copy and send to the 
office, and then when the invoice is received the 
bookkeeper will check her copy with the invoice to 


AUTHOR’S NoTe.—This system of forms and records for 
hardware men is the result of recent study of hardware 
accounting in the stores of scores of retailers in the Middle 
West. It contains only the best ideas—“best” in the opinion 


of retailers. I have endeavored to get and portray features 
which actual merchants are using and which other merchants 
have sought. My desire has been to compile a system of 
records which will work for the merchant and not enslave 
him. 


enter the invoice number, the gross amount of the 
invoice, the discount, other reductions and the net 
amount of the check. At the close of the day she 
will total all checks issued for the day and enter 
the total in the column headed “Total For Day.” 


















































Form No. 2 
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see that the prices and terms correspond with her 
copy, making notation of any errors. If everything 
corresponds she will “O. K.” the invoice. 

All invoices will be held at the oftice until the 
goods have been received, and after they have been 
O. K.’ed the invoice will be entered upon the “In- 
voice Register” form No. 2, entering the name of 
the manufacturer or jobber, the gross amount of 
the invoice, the due date and the terms. 

She will then charge each department with its 


Form 





REMARKS 


CHECK REGISTER — 
CHECK | INVOICE] GROSS | DIS- | OTHER | AMOUNT| TOTAL |__DEPOSITS _| BALANCE 
NUMBER] NUMBER] AMT. _| COUNT |REDUCTIONSOF CHECK 


Under the heading “Bank Deposit” she will enter all 
bank deposits and then adding the amount of the 
day’s deposit to the balance in bank for the preced- 
ing day and deducting the total amount of checks 
written that day she has the bank balance as it 
stands at the close of the day. 

As soon as an invoice has been O.K.ed the book- 
keeper will enter the invoice upon the “Purchasing 
Record,” form No. 4, entering the date of the in- 
voice, the number of the invoice, from whom pur- 


No. 3 
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share of the articles billed. Should the invoice in- 
clude any such articles as paper, twine, etc., which 
are to be used at the store and are not for retail 
sale she will charge this amount to expenses. When 
any invoices are paid she will enter the date paid, 
the discount, if any, and the net amount paid. At 
the close of the day she will add up all the invoices 
entered that day, using the gross amount figures, 
and the total she will then add to the balance ac- 
counts payable for the preceding day and then 
deduct all invoices paid, again using the gross 
amount of the invoices and not the net amount, 
from the total. This will give her the total amount 
of accounts payable at the close of the day. With 
this form the hardware merchant knows just how 
his accounts payable stand. 


The “Check Register” 


FORM No. 3 of this system is known as the 

“Check Register.” This form provides for keep- 
ing a complete record of all checks issued. The 
bookkeeper will enter the date, the name of the 
person in whose favor the check is drawn, the check 
number, and if in payment of an invoice she will 


a 














chased, the terms, and the net amount of the invoice. 
She will then make a distribution of the purchases 
by departments, charging each department with the 
goods billed on this invoice that go into this de- 
partment. She will enter the cost of the goods, also 
the total retail price of the goods, and then deduct- 
ing the cost from the retail price she has the amount 
of mark-on. By dividing this figure by the total 
retail price figure she will get the percentage of 
mark-on which is entered in the column headed ‘‘Per 
Cent Mark-On.” 

With this form the merchant knows the amount 
of purchases for each department, also the average 
percentage of mark-on that is being maintained in 
each department and thereby eliminates all guess- 
work as to the percentage of gross profit. 

(To be continued in the next issue) 
(Form No. 4 
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Letters of a Sales Manager to His Men 
V—‘Sales that Lead to Sales” 


Don't Allow Your Interest In the Buyer to Get Cold After You Have 
Completed a Sale 





This is the fifth of a series of sales letters which, though intended primarily for traveling men, will be of 
interest to every member of the trade. They were written by the sales manager of a great hardware jobbing 
house to a corps of salesmen who in the last eight years have doubled the business of the firm. The letters are 
really short editorials which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of HARDWARE AGE, in which they will appear in succeeding issues through the year 


AN you imagine it possible that you can work with a buyer for an hour or 
two and then leave him more anxious to buy from you than he was when 
you began to sell him? 


I hope you can. 


It is the proper and correct mental attitude that a buyer should have towards 
a seller if the seller has done his full duty by the buyer. 


Every sale made to a customer should be made and can be made so that it will 


lead to further sales. 


The salesman who does not fully appreciate how much the buyer is dependent 
upon the salesman is looking down one of the narrowest pathways of selling. 


Not all buyers like to let the salesman know that he (the buyer) is largely 
dependent upon him for advance information on market conditions. In fact most 
buyers prefer to bluff the salesman into believing that he (the buyer) is the ‘‘wise’’ 


one. 


But no matter what the manner of the buyer indicates, the facts are—and the 
buyer knows it—that every buyer prefers to buy of that salesman who, by word 
and deed, shows that buyer when the market is right. 


A sale well made—that helps the buyer to make money—will always lead to 


more and larger sales. 


Leave your customer with a strong impression of the service you have rendered. 
If possible make your last act to the buyer one that will remain with him after you 
have left the store. 

Don’t allow your interest in the buyer to get cold after the catalog has been 
put back into the case and the order put in the envelope. 

I know a clever, successful salesman who has a way of suddenly remembering 
some thing he forgot to tell or show the buyer, of re-opening his case and catalog 
after he has packed it all away. 

It’s a clever way of telling the buyer by deeds, not words, “I am always think- 
ing of you and your welfare.” 


All of us like to feel that we are of enough importance so that we are in our 
friends’ minds, and this fellow’s plan was one of telling a buyer so in a pleasing 


sort of a way. 
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The Chase of the 


Silver Buck 


A Bit of Advice to the 
Retailer 
Part IV 


By EUGENE JOS. MEYER 


DVICE! The cheapest thing in the world, 
A and in spite of the high cost of necessary 
commodities the least acceptable. It is some 
thing that we ourselves never need, though we feel 
that it should always be acceptable to our friends. 
In acting on the latter assumption I have no desire 
to inflict my suggestions on those merchants who 
need them not; but the fact remains that there are 
mighty few business houses, either rural or urban, 
but which can really profit by the unprejudiced ob 
servations of a man on the side lines. 
You have, each and every one of you, at some 


time or other, paid your physician a good price 
for a consultation regarding imaginary ills. My 
business prescriptions shall cost you nothing. They 


should therefore be kindly received. 

You, Mr. Merchant, as the proprietor, are sup 
posedly the mainspring of the business. Naturally 
you shall be taken to task first. Your clerks are 
important, and their power to help or hinder the 
commercial success of your establishment is but 
secondary to your own, but they shall be discussed 
later and separately. 

A salesman is a man who or 
sale. A dictionary will inform you that the word 
“sale” igs a noun, and constitutes “the act of sell- 
ing,” or “the disposal of goods for a price.” You 
will do well to note that the latter definition lays 
no undue stress on the word “price.” Neither does 
the salesman. And the definition no men 
tion of “account payable,” but like the joker in the 
polic¥ it is there when you stop to reason. 


makes a 


és ” 
sells, 


makes 


Who Is to Blame 


N many of the claims I handle against delinquent 

merchants I find that the blame for their being 
temporarily short of funds is laid at the doors of 
traveling salesmen who solicit their business. It 
is true that a ease will occasionally arise which 
beyond a doubt proves the salesman guilty of mis- 
representation regarding the quality of his goods 
or the present and future demand for them. A 
salesman who subordinates truth to may 
predict that the coming season will positively wit- 
ness an exceptional demand, with a higher price 
for his line. Enthusiastic predictions plus clever 
salesmanship plus a possible price concession on a 
large “future” order will, in many cases, cause the 
merchant who can least afford it to invest heavily 
in a purchase that often proves to be dead stock. 

A salesman is one who sells! Bear that in mind, 
you retailers who have a larger stock than you feel 
Warranted in carrying. You, the individual, are 
practically the master of your commercial fate, and 
it avails you nothing to attempt to shift the blame 
of overbuying onto the shoulders of the knight of 
the grip, whose salary-check figures are directly 
commensurate with the number and amount of his 
orders. 


orders 


47 






COME ON; USE ME! 
WHAT ARE YOU 


AFRAID OF ? 


This is an axiom 


It is easier to buy than to sell! 
a self-evident truth which is demonstrated every 


day. It holds equally good with regard to apart 
ment-houses, manuscripts, automobiles, farms, 
mortgages, shoes and groceries; also horses—until 


a Crown Prince was shot. It is easier to buy than 
sell! Do not paste it in your hat; plant it be 
neath your hat and let it It is guaranteed to 
bear fruit the first season, with a little encourage 
ment. 


to 


grow. 


If in every instance a statement of account were 
left with you by the salesman at the time he took 
vour order, there would be, I am convinced, a great 
deal less overbuying. 
matism. You see one important thing, but not the 
other equally important one-—that goods versus bill- 
You are taking medicine with 


It is simply a case of astig 


payable. your eyes 
closed. 

The merchant vet his 
buying” lesson to learn will invariably have a 
carry-over stock of gumboots on hand in July, and 
an overabundance of “B. G. D.’s.”) in 


Tough, but true! 


who has as “conservative 


December. 


Don't Overbuy 
NOTHIER fault, brother retailer, is your sweetly 
and complacently accepting as gospel the prom 


ise of a salesman that he will “personally” see to 
it that “the house” gives you an extra “sixty” or 
“ninety,” as the case may be. Put not your trust 

Think. “Lots of room for improvement,” as Chief 


remarked when he discovered 
during a review that a son of Rome had obtained a 
place on an otherwise “dacent” force. 

A promise of “extra dating,” 
ance and gullibly accepted by you faith, 
often results in the order 
that you would otherwise have refused to place. 
It naturally comes as a decided shock to receive a 
statement from the credit department at the ex 
piration of the regular dating, accompanied by the 
request to “kindly favor.” All who have been there 
kindly yell “‘s-t-u-n-g¢!”—-Less noise! 

Blamed the salesman first, then the house, didn’t 


Jimmie Robertson 


made with assur 


n good 


salesman receiving an 
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you” Careful with those stones! To be sure, the 
salesman did wrong in promising you the addi- 
tional time. There are very few firms indeed who 
grant their travelers the privilege of arranging for 
extra datings, as this would seriously infringe on 
the rights and duties of the credit department. 

Every retailer should subscribe to a complete 
course in penmanship. If the average man had 
the same aversion to soap and water that he has 
to pen and ink, he would be a gummy mess, wouldn’t 
he? A business man will spend five hours in his 
office dictating letters and then kick like a short- 
changed bartender when his wife asks him to pen 
a birthday card for the youngster. Get over your 
writing-shyness, and when you become proficient 
in signing letters you will find there will be less 
necessity to sign notes. 

Whenever a strange salesman makes any broad 
or unusual promise, take it up with the house di- 
rect and secure their corroboration. A “promising” 
salesman knows not the boundary of Heaven, Hades 
or Highwater! His is a soaring soul, winged like 
Pegasus, and he will persistently obligate his firm 
without even knowing whether the credit depart- 
ment will O. K. the order or permit the goods to 
be shipped. 

Unauthorized promises of additional time made 
by salesmen should be severely discountenanced by 
every reputable jobber and manufacturer. When 
a case in question is called to the attenticn of the 
credit department, it should be made the subject 
of immediate investigation and the guilty party 
properly reprimanded and instructed to “go!’—or 
sin no more. 

In addition to communicating with the credit de- 
partment direct for verification of promises, there 
is another positive way in which you can avoid sub- 
sequent complications—a sort of local “first aid.” 
When a salesman offers you an unusual inducement, 
have him incorporate it in the body of the original 
order and duly guarantee the same by his signa- 


ture. Your’ carbon copy, which you should insist 
upon receiving in every instance, is your protec- 
tion, and shipment of the goods is the ratification 


of the house. If an individual fails to exercise due 
precaution in his own behalf, he but extends an in- 
vitation to all and sundry to take a rap at him. 


Coast Leaders See Maintained Prices 


EADING hardware and metal men of California 
_4 met in Santa Barbara Jan. 17 to discuss post-war 
problems. The discussions disclosed the sentiment that 
for the present there is not likely to be any marked 
decline in hardware prices. Shannon Crandall, ex- 
president of the California Hardware Co. of Los An- 
geles, stated emphatically that so long as the cost of 
labor remained at its present high altitude material 
prices would remain stationary. He said 
“There has been a reduction of 3% per cent in steel 
prices, which increased 50 per cent during the war, but 
no further reduction can be looked for until wages re- 
turn to normal, the wage scale having more than 
doubled.” 
The conference agreed to 
preference in employing men. 


give returning soldiers 


Officials and salesmen of Pratt & Lambert, Inc., varnish makers, photographed at convention 
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Who Knows ‘‘ Ed?” 


Editor HARDWARE AGE: 


| TAKE the liberty of addressing you to ask your 
assistance in locating an old friend. I have been 
overseas for the past eight months and have completely 
lost track of my old side-partner, Edmond J. Dunn. 
Ed traveled for a hardware concern out of New York, 
but for the life of me I can’t recall the name of the 
firm. Possibly you have some means of knowing who 
he was with and I can then get in touch with them. 

Very truly yours, (Ser.) RicHArD H. Top.uitz. 

275 Central Park West, New York City. 


Pratt & Lambert Victory Convention 


T was an optimistic body of officials and salesmen in 

session at the Victory Convention of Pratt & Lam- 
bert, Inc., whose seventieth year in business was cele- 
brated at the Buffalo factory recently. 

An address of welcome by W. H. Andrews, chairman 
of the board, marked the opening of the convention. 
I. W. Robinson, general superintendent of the Buffalo 
factory, gave a interesting illustrated talk on “Facili- 
ties and Methods of Our Factories.” Mr. Robinson 
told of some of the handicaps incident to the war and 
how these were met to give patrons service under dif- 
ficulties. Then for three days the big group of enthu- 
siastic Pratt & Lambert men discussed ways and means 
for making 1919 the biggest year ever. 


Meeting of Pittsburgh Dealers 


ryVrHE regular monthly meeting of the Pittsburgh Re- 

tail Hardware Dealers’ Association was held Jan. 
24. Louis J. Heckler, the new president, and a hustler 
wherever he is placed, presided, and W. T. Scarborough 
was secretary. An address entitled “The Value of Ad- 
vertising Judiciously” was made by Richard S. Rauh, 
and Sharon E. Jones, secretary of the Pennsylvania and 
Atlantic Seaboard Hardware Association, was also 
present and made a mighty interesting address. He 
outlined full plans for the coming meeting of the Penn- 
sylvania and Atlantic Seaboard Hardware Association, 
whose annual convention and exhibit is to be held in 
Pittsburgh on Feb. 11-14 inclusive. Exhibits will be 
held in Motor Square Garden in the East End, and Mr. 
Jones stated it promises to be the largest and finest 
ever held. There are 220 booths in Motor Square Gar- 
den, and up to this time 175 have been engaged by 
exhibitors, and it is believed before the convention is 
held all the booths will be occupied. The annual meet- 
ing of the Pennsylvania and Atlantic Seaboard Hard- 
ware Association will be held in the William Penn 
Hotel, which will also be headquarters. President 
Heckler announced the following committee on enter- 
tainment of the delegates: George H. Klauss, chairman; 
Walter F. McQuiston, Charles W. Scarborough, ‘theo- 
dore Backoefer, George Saupe. He also named kis 
standing committees for the coming year as follows: 
Executive—Theodore Backoefer, chairman; Elmer S. 
Voegtly, Charles W. Scarborough, W. N. Scott, Samuel 
McKnight, Samuel Waring. Grievance—John Truxall, 
chairman; A. C. Gauger, George Hegner, John F. Howe, 
Casper Peppel. Social—Gustave Schulze, chairman, 
Walter F. McQuiston, Charles W. Walmer, George 
Saupe, Ernest N. Trader. 
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Long Island ‘‘Baby”’ Steps Out 


“THE first annual dinner of the Queens County Paint 
| and Hardware Dealers’ Association was held at Colo- 
nial Arms, Jamaica, L. I., on Jan. 21. Over fifty mem- 
bers and guests sat down to dinner, and after partaking 
of the good things the president of the association, Sam 
Martin, gave an interesting talk on the benefits of an 
association of this kind. The president introduced Mr. 
Mills, a veteran salesman of Moller & Schumann, var- 
nish makers, who gave a most interesting talk on the 
manufacture of varnishes. Mr. Corby of Colonial Paint 
Works followed with an able talk and urged the mem 
bers to work for the success of the association. The 
president then called on Tom Cree of Simmons Hard 
wire Co., who advised the members to try and get more 
out of the hardware business for the efforts they put 
into it. The next speaker was Mr. James of the firm 
of James & Hawkins, who operate a chain of hardware 
stores on Long Island. Mr. James in a humorous way 
explained the advantages to be derived from an organi- 
zation of dealers, and said there was no reason why 
a man should shun the fellow across the street simply 
because he was in the same line of business. Paul Rey 
nolds and F. Manandez of the Masury Paint Co. enter 
tained the members with a talk on paints. Fred Wins 
low of the National Lead Co. gave a very enlightening 
talk on the manufacture of white lead. Mr. Martin 
closed the meeting with a vote of thanks to the mem- 
bers and guests who had made the meeting a success. 
The entertainment was in the hands of smiling Bill 
Woehlein of Birdsall & Woehlein, Jamaica, and W. F. 
Sheehan, who has been a hard worker for the success 
of this: “baby” organization. 


Petry to Invoice Direct 


Y arrangement with the Baldwin Chain & Mfg. Co. 
Worcester, Mass., the oldest manufacturer of de- 
tachable bicycle chain, machinery block chain ard trans- 
mission roller chain and sprockets, the N. A. Petry 
Co., Inc., 1807 Race Street, Philadelphia, Pa., will 
hereafter invoice all Baldwin products direct to their 
customers. 
The Petry company carry at their Philadelphia ware- 
house a large assorted stock of chain and sprockets, and 
shipments will be facilitated by this arrangement. 


Maharg Heads Philadelphia Association 


7 Hardware Merchants’ & Manufacturers’ Asso 
ciation, Philadelphia, elected the following officers 
and directors Jan. 21: President, Robert J. Maharg; vice- 
president, E. C. Griswold; secretary-treasurer, T. James 
Fernley; directors, Paul A. Griffith, Charles Z. Tryon 
Joseph J. McCaffrey, Edward S. Jackson, Fayette R. 
Plumb, F. J. Semple. 


Hull, Grippen & Co. Elect 


“HE directors of Hull, Grippen & Co., New York, have 
elected the following officers for this year: Andrew 
R. Jones, president; Mrs. Walter L. Treat, treasurer; 
Harlow B. Bristol, vice-president; Nicholas I. Herrick, 
secretary. Mr. Jones is president of the Danbury 
Hardware Company, and past president of the Con- 
necticut Hardware Association. He has been connect- 
ed with Hull, Grippen & Co. since the death of its 
late president, Walter L. Treat. 






New York Dealers Meet 


oer Manhattan & Bronx Hardware & Supply Deal- 

Association held its January meeting Jan. 22, 
President Charles A. Bruhne, presiding. 

The convention committee presented its report on the 
massmeeting that was held Tuesday, Jan. 14, and ree- 
ommended that the resolutions adopted should be en 
dorsed by the association. 


Obituary 
JARED W. TUSHER, for 


twenty years a traveling 
connected with the 
Chicago warehouse of P. & 
I’. Corbin, died at his home 
in Chicago, Monday evening, 


alesman 


January 13, at the age of 
51 years. Mr. Tusher was 
born in Leavenworth, Kan 
sas, later moving to Kansas 


City, Mo., where he was for 

many years employed by the 

Richards & Conover Hard 

> ware Co. About twenty years 

ago he moved to Chicago, t« 

Pred W. Tusher accept the position which he 

still held at the time of his 

death. A short time ago he 

became troubled with a slight affection of the nasal 

organs, and submitted to what was thought to be a 

minor surgical operation. A few days later, compli- 
cations developed which resulted in his death. 





WALTER S. DAvis, secretary and treasurer of The A 
W. Wilhelm Co., Reading, Pa., died Jan. 14. Mr. Davis 
was aged 67 years, and for one-half century was a 
well known figure in the paint business, having con- 
nected himself with the Wilhelm Co. at the age of 17 
His early connection with the Wilhelm Co. was as 
salesman, and a number of the connections formed by 
him at that time are to-day using or selling Wilhelm 
products. He was also a practical paint maker, and 
for many years had full charge of the factory end of 
the organization. He was one of the charter mem 
bers of the American society for testing materials 
Mr. Davis served the city of Reading as Park Com 
missioner for many years, and his artistic taste and 
love of the beautiful are manifest in many ways 
throughout the Reading parks to-day. He was a 
broad gauged, sympathetic Christian gentleman, whon 
to know well was to love much. 


GEORGE B. SHEETS, for many years associated with 
B. C. Knodle in the hardware business, at DeKalb, IIL, 
died at his home in Oregon, IIL, recently. He was 4¢ 
years old and was well known in hardware circles 


ALFRED FE. Davis died recently at his home in 
Brooklyn, N. Y., from pneumonia; aged 34 years. He 
had been in the employ of the Stanley Works for the 
past 15 years, starting in the office and serving in the 
various departments and as city and nearby salesman 


AuGust F. DepPrE, hardware dealer, died at his home 
in St. Paul, Minn., recently. Mr. Deppe wag born in 
1864. In 1883 he entered the hardware business witl 
his brother, and had conducted business at 385 Univer 
sity Avenue. He is survived by a widow and tw 
children. 


Here are the direct factory representatives of Henry Disston & Sons, who have been in session at the 


main office of the company in Philadelphia. 
League Club of Philadelphia. 


The photograph was taken at a dinner given at the Union 
From the Atlantic to the Pacific, and from the Great Lakes to the Gulf 
they came to enter with enthusiasm into the plans for the coming year 
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“T Wouldn't Have 
Thought It Possible ” 


N this issue of HARDWARE AGE is a story 
I of how the painting white of the work 
rooms of a pipe factory decreased the rejec- 
tions of faulty pipes 20 per cent and in- 
creased the output 12 per cent. A truly re- 
markable increase of speed and efficiency to 
be directly traceable to so simple and inex- 
pensive a thing as a couple of coats of white 
paint. The cost of that paint and the ex- 
pense of applying it was more than earned, 
over and above normal earnings, in less than 
30 days. 


Wm. Demuth & Co. admit their old work 
rooms were pretty dingy, and that the op- 
portunity to improve was great, but with 
the conditions twice as bad as they were, it 
hardly seems possible that such a remark- 
able record could have been made. That is 
the way with most improvements. Many a 
exclaimed: “I wouldn’t have 


man has 


thought it possible.” 
A Wiscousin dealer jumped his sales 25 
per cent in one year by the purchase of 12 


additional showcases. Those cases cost 
$200 each, a $2,400 investment that in- 
creased a $60,000 business to a $75,000 


business. It prompts the old answer—‘T 


wouldn’t have thought it possible.” 


Well, maybe it wasn’t all showcase busi- 
the by-products of showcases might 
have had something to do with that re- 
markable increase. Possibly the employees 
of that store were trving to live up to their 
new environment. 


ness 


It was “white paint” in the form of show- 
Cases. 

Ludlow & Squier, the well-known New- 
ark, N. J., hardware concern, jumped their 
sales 10 per cent in one year by the regular 
space and window dis- 
plays. thought they were 
spending entirely too much money for win- 
dow displays in that year, but the proof of 
the pudding is in the eating. A 10 per cent 
increase is worth some expense. Think it 


use of newspaper 


Some people 


over. 


Matt Ludlow was “painting white” with 
Once 


two small windows for his brush. 
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wouldn’t 


more—*“] 
ble.” 


have thought it possi- 


Ask Tom Witten, daddy of the now- 
famous “Trenton Idea,” what it costs him to 
put in a bright, attractive, homelike rest- 
room in his store, and old Tom will “rare” up 
and yell back at you—‘Cost! Cost! Not a 
red cent. It has paid me thousands of dol- 
lars in cash and millions in satisfaction.” 


Yet when Tom spent nearly $500 fixing up 
that room folks said he was crazy. 
Tom is a painter. His color is white. He 
painted the epitaph of a white man that 
will do very nicely if he gets none other, 
and it has paid in satisfaction and in silver 


some 


dollars. Once more—“I wouldn’t have 
thought it possible.” 
Perhaps the best lighted store in the 


United States is Warner’s in Minneapolis. 
Their lights are well placed and there are 
a heap of them. Their windows show like 
the front of a popular movie. Their show- 
cases are lighted. The bulbs are fitted to 
special fixtures. 

Go any place you care to in Warner’s, 
from the basement to the stockrooms, and 
there is a handy button you can press that 
will flood the dark corners with a bright 
light in which disorder cannot live unmo- 
lested., 


Folks like to trade with Leon Warner, a 
lot of them, and the reason is white paint, 
only Leon uses a copper wire and _ special 
fixtures instead of a brush. 

“Is it worth $5,000 additional business a 
year,” he was recently asked. “Five thou 
sand?” he answered. “Yes, I’m sure of it, 
and a lot more.” 


How natural it is to reiterate—“I wouldn’t 


have thought it.” 

There are innumerable examples of what 
a clean, wholesome surrounding will do to 
increase man’s efficiency and insure happi 
ness during the busy hours of a business 
day. 

Some opportunity for improvement exists 
in every store. Find it. 


Change the old order of things. 


,’ 


“Paint it white,” and the results will al- 
most invariably pay a profit above your 
wildest expectations. 
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Trade Winds—for the 
Salesman Ship 


Y first idea of a really effective sales- 
M man was the wooden Indian in front 

of the cigar store on the corner. | 
felt convinced that while a few people might 
pass up the cigars offered so temptingly in 
one hand, the tomahawk in the other hand 
would certainly cause them to change their 
minds. As for the man inside the store, I 
supposed he was there just to hand over the 
customer’s order and count the change. 


After the Indian period, I succumbed to 
the slot machine. Here was a real salesman 
—not only did he sell exactly what I most 
wanted, in a perfectly thrilling way, but as 
he had more mouth than eyes there was al- 
ways the chance of working a “slug.” 

Several years behind the counter—and all 
over the place—eventually turned up for me 
one little corner of the veil that we are all 
trying to penetrate, the veil covering the big- 
gest romance as well as the biggest mystery 
of all—Reality. 

There are just two kinds of retail store, 
the kind that sells things, and the kind that 
sells knowledge. And the store which sells 
facts is the store that prospers. 





It may be all unconscious, instinctive—a 
knack, if you will—but the greatest asset pos- 
sessed by the really successful merchant is 
not his inventory of goods, but his inventory 
of semi-technical facts. 

Let me illustrate. A man and his wife met 
in a hardware store to do some “household” 
shopping, after each had finished some per- 
sonal shopping elsewhere. They bought an 
electric washer and a lawn mower. In each 
case they asked the dealer’s opinion, and 
acted upon it. 


Yet that woman had just come from her 
milliner’s, with whom had disagreed 
heartily about the shape of a hat, and the 
man had come from his garage, where he 
was sure they didn’t know what ailed the car. 


she 


And that’s why the hardware store has 
neither wooden Indians nor slot 
The hardware 
quite as much as for goods. 


machines. 


man is looked to for facts 


So the salesman who dug up facts about 
every device the market afforded for pre- 
venting automobile trouble acquired a local 
reputation which enabled the merchant to 
Own- 
ers of cars began to associate their troubles 
with the garage, and their savings with the 


sell more accessories than the garage. 














N an 
Age and Hardware Prices,” 
these 
urged careful study of Hardware Age 


editorial entitled “Hardware 
appear 
ing in pages January 16, we 
market reports as the only safe guide 
to buying a these days of re adjust 


ment, 


Th is 


retailers by many jobber 


advice is also being q en ofo 


For instance 


In a letter to its deale) 
the Canadian Supply Co., Ltd., Saska 


customers, 


foo . Sask., Canada, says 


“All dealers will do 
Hardware Age. It is 


with actual markets and obtains mar 


well to 


uw close 


study 


foucl 


leet information from authoritative 
” 
f[OHPCER, 














hardware store, which profited that dealer 
many Ways. 


n 


Then there was the merchant who found 
that his neighborhood was rapidly changing 
from streets of small houses to streets of 
big apartments. His sales of stoves, tools 
and such items fell off to nothing in a few 
short intensive study of 
“kitchenette” appliances made him an au- 
thority among the women, and his profits 
are far greater than before the change. 


seasons—but an 


The time saved in throwing catalogs into 
the waste basket or refusing to see a travel- 
ing salesman because the store doesn’t need 
that particular line at the moment, is exactly 
like the time saved by the school boy when 
It’s like the money a 
man saves by not buying stocks and bonds. 

The 
need not he regarded as merely a printed de- 
mand to buy goods. It ought rather to be 
considered a free text-book of valuable infor- 
mation. And the representative who calls 
so insistently—why not begin to look upon 
him as a capable teacher? 
The information thus 
picked up may enable you to give him orders 


he skips his lessons. 


manufacturer’s or jobber’s catalog 


Frankly get out 
of him all he knows. 


later on and to sell facts with goods in the 
meantime. 

It may be true that trade winds always 
But it 
true that the salesman ship gets ahead by 


blow in the same direction. is also 


tacking now in one direction, now in another. 


And whether a merchant be heading into 
the wind or running before a gale, thorough- 
going, double-barrel first of 
goods, and second of people, is the only tiller 
with which he can hold his course, 


knowledge, 
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Office of HARDWARE AGk&, 
New York, Jan. 27, 1919. 


OME manufacturers and their representatives are 

surprised that trade holds as well as it does. For 
the most part prices are well maintained, and the more 
distributors get the point of view of manufacturers the 
greater appears the conviction that prices generally 
will be steadied for some time yet. It is to be expected 
that when factories become loaded with merchandise 
that some of it will be marketed at concessions, as 
usually there is only about so much capacity for storing 
goods. But it is thought that there will be relatively 
few cases and the situation become not at all common. 
There are manufacturers who have but little business 
booked, while others have a good volume. Some well- 
informed merchants and manufacturers do not antici- 
pate much reduction in price before July, and there are 
factory people who are not disposed to attempt wage 
reductions for the remainder of the year. 

There is more unrest apparently among wholesalers 
than makers. Where there are large overstocks with 
inadequate capital it requires much borrowing to carry 
the goods, which will doubtless lead to concessions in 
price. We hear also of jobbers who have been selling 
goods at lower prices than duplications can be replaced 
for. There is observable a reluctance to anticipate 
orders, the trade buying preferably frequently monthly 
rather than for three to six months ahead, as had been 
done. This necessarily requires more work for a given 
amount of trade, but the volume is not much different. 
Orders now coming along are described as small by 
comparison with former buying, but various manufac- 
turers have a good volume of business booked, taken 
months ago, especially for seasonable spring goods, 

A maker with factories both in the U. S. A. and 
Canada says that when the armistice was signed, Nov. 
11, they had raw material on order for 18 months, and 
since that time there has been shipped to them enough 
steel to last them 9 months. This has been quite com- 
mon, it is said, the material men insisting on making 
deliveries. D 

There is notable a disposition among some whole- 
salers to demand price guarantees, but manufacturers 
decline this request, not that they expect immediate 
or material declines, but because it establishes a bad 
precedent. There are exceptions, however, where in 
a moderate way there have been guarantees for a term 
of 90 days, but it means little as in these cases the 
makers do not contemplate reductions, as this reference 
is to goods absolutely controlled by themselves. It 
has, however, instilled more confidence in the whole- 
saler, but at no cost to these particular manufacturers. 

There are also manufacturers who talk of increased 
costs of production and little possibility for some time 
of noteworthy decreases in wage scales. In one staple 
product, used everywhere, wages were recently in- 
creased 10 per cent for the remainder of the year. 
There are factory managers, too, who do not consider 
it good business policy at present to attempt reductions, 
and in their own works they are not doing it. Likewise 
there are an abundance of them who still have large 
stocks on hand of high-priced material to work off. 

Linseed Oil.—This market continues on about the 
same basis as a week ago, both for flaxseed and linseed 
oil, but in stock there is a little more inquiry for oil. 
The prices for seed are intermittent with a decline of 
say 3c. per bushel one day and a recovery soon after 
often, but without much net difference, January seed 
now being about $3.32 per bushel. There are quotations 
on futures for February, March and April, but these 
have come to be largely speculative only, and traceable 
to dealers in options. The prospects are slight for 
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actual trade until the situation in Argentina clears up, 
both as to strikes which materially affects deliveries of 
seed aboard ocean vessels from the interior, and the 
allotment of sufficient tonnage for transportation to 
the United States, as there will be practically no seed 
grown in North America available until a new crop is 
planted and harvested. Leaders in the trade look for 
somewhat easier conditions. The U. S. A. and South 
American markets for seed are now on a parity. 

_ Linseed oil, raw, in 5 bbl. or larger quantities is $1.48, and 
in less than 5 bbl. $1.49 per gal., with carload lots $1.45 
per gal. State and Western are on the same levels as named 
above. 

Wire Nails.—There is a fair amount of inquiries and 
some business coming forward, but most distributors 
are disinclined to anticipate wants at present. While 
not disposed to specify now, they say they will want to 
stock up in time for deliveries by the middle of March 
for spring building. Some of the wholesalers think it 
will be advantageous to put in requisitions now to be 
more certain of supplies. 

Wire nails, in store, are $4.75, and delivered by the jobber, 
$4.85 base per keg. 

Cut Nails.—Cut nail users are not disposed to order 
until the goods are actually needed. The figures on cut 
nails printed last week were given as quoted by a re- 
sponsible authority, but were in error. 

Cut nails are exceedingly scarce and prices are not 
based on demand but extreme scarcity. One of the 
very few makers has a strike on hand and refuses 
further concessions, saying that he is paying three 
prices for labor to men operating machines, or 39c. 
per 100 lb., where the price used to be 11c. for the same 
service, while some other features of production are 
even worse. The same individual is paying $8.50 per 
ton to puddlers making the iron from which nails are 
often made, with an additional wage to the helper beside. 
Some puddlers are making two tons a day and others 
less. There is some export business coming forward. 

Cut nails, in store, are $6.65, and delivered by the jobber, 

$6.75 base per keg. 
_ Naval Stores.—There is more indication of the steady- 
ing and lowering of ocean freights to Liverpool, Eng- 
land, from Atlantic ports, on a more reasonable basis. 
This will appreciably favorably affect the market, as the 
reduced figures will help outward shipments, especially 
on a product concerning which the freight is so large 
a percentage of the price. 

Turpentine, in yard, is quoted at 75% to 76c. per gal. 

Rosin, in yard, common to good strained, on the basis of 
280 lb. per bbl, is $14 to $14.10, and D grade $14.10 to $14.15 
per bbl. 

Rope.—Manufacturers say that there is practically 
no hemp for sale. Also that if raw hemp remains on 
about the same basis as prevails at present, rope makers 
will be compelled to advance prices for rope, as the. 
difference between raw stock and the finished article in 
price is insufficient. The demand is light at present, 
which is not unusual for the time of the year, but trade 
should open up on a better basis in March and April. 
While business is described as dull, a large manufac- 
turer says that with them it is better than a year ago, 
and that they sold as much during the first week of 
January, this year, as they did in all of January, 1918. 
There is still more or less in the way of talk as to the 
possibility of the Philippine government doing some- 
thing to stabilize the price of manila hemp, but we hear 
of nothing definite or official pertaining to this matter. 
Rope prices are unchanged. 


Window Glass.—The movement of window glass is 
still very light, with no present outlook for more busi- 
ness. There has been here and there occasionally some 
irregularities in prices among dealers in need of ready 
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money, but manufacturers are not making concessions, 
we are assured. For instance, there have been some 
reductions up to about 10 per cent on B. quality glass, 
but on relatively small quantities only. Factories which 
will go in blast during the first period, or Feb. 8 
to May 24, will be allowed to produce on the basis of 
1200 boxes per pot. The remainder, operating from 
Aug. 15 to Dec. 8, inclusive, will be permitted a 10 
per cent increase or 1320 boxes per pot. In each case 
a third of the output may be double thick. These ar- 
rangements cover both manufacturers of hand-made 
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Office of HARDWARE AGE, 

Chicago, Jan. 22, 1919. 
HOLESALE orders are not quite up to the level 
of this time last year, but buying for immediate 
needs is very good. The work of reorganizing the manu- 
facturing plants throughout the country from a war 
basis to meet peace conditions is going on rapidly and 
manufacturers are of the opinion that there will not 
be a shortage of finished products. Already the labor 
situation is adjusting itself very satisfactorily. While 
the shortage of common labor is very acute, there seems 

to be plenty of skilled labor to meet all requirements. 

The output and distribution of iron and steel are 
quite as large as could be expected, and some operators 
express surprise at the degree of activity. There is, 
no doubt, however, that this is attained largely at the 
expense of price. 

It is reported that $15 per ton is the best bid that can 
be obtained on scrap steel, which was recently quoted 
at $28. 

The situation in the copper market is still very un- 
settled and no immediate change is expected. Produc- 
tion has been reduced about 60 per cent in the far West, 
and is expected to go 50 per cent. Very little curtail- 
ment, however, has occurred in the Michigan fields, but 
it will probably come very soon on a very large scale. 

A large amount of construction work has been re- 
leased by the railroads and public utilities, and from 
all indications the building trade will be fully engaged. 
There, however, will be very little speculative building, 
on account of the high price of raw material and labor. 

There has been a decline in price on nuts, bolts, barb 
wire and wood screws. 

Collections generally in the city are good, but those 
in the country a trifle slow. 

Ash Sifters.—Jobbers have ample stocks on hand to 
meet all requirements and report that sales have fallen 
off very noticeably during the last week. This, no doubt, 
has been influenced by the mild weather. There has 
been no change in price since last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Square wood 
frame ash sifters with wire s, size 12 x 14, black 
japanned, $1.60 doz., galvanized, $2 perfection wood 
frame, galvanized screen, size 
sifters, No. 06, $4.25 per doz. ; 
straight handle, 8% x 12 in. blade, double tinned, $8.25 
doz.; rotary ash sifters, No. 104, $42 per doz. 

Alarm Clocks.—The demand for alarm clocks continue 
to be very heavy, and deliveries from the manufacturers 
are very slow. Jobbers report that they are short on 
several of the leading sellers, but have assurance from 
the manufacturers that they will soon be in a position 
to fill their orders promptly. There has been no change 
in price since last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: The Amer- 
ican Alarm Clock, in less than dozen lots, $11.04 per doz.; 





sifters, 30 in. 
per 


dozen lots, $10.64 per doz.; case lots of 4 doz., $10.37 per 
doz. Lookout Alarm Clocks, less than dozen lots, $13.87 per 
doz.; dozen lots, $13.46 per doz.; case lots of 2 doz., $13.07 


per doz. Tattoo Alarm Clocks, dozen lots, $25.50 per doz. ; 
case lots of 50, $24.85 per doz. Slumber Stopper, radium 
dial, dozen lots, $32 per doz. Big Ben and Baby Ben, $2 each. 

Coal Hods.—Stocks on coal hods are generally low 
and orders are taken now subject to stocks on hand. 
Manufacturers report that there will be very few coal 
hods available for this season’s use. 

We quote from jobbers’ stocks, f.o.b. Chicago: Japanned 
open hod, 15-in., $4.65 per doz.; 16-in., $5 per doz.; 17-in., 
99.55 per doz.; galvanized open hod, 16-in., $7.90 per doz. ; 
17-in., $8.55 per doz.; 18-in., $9.30 per doz. ; 20-in., $12.65 per 
doz.; galvanized funnel hod, 17-in., $10.55 per doz.; 18-in., 
$11.40 per doz. ; japanned funnel hod, 17-in., $7 per doz. 

Babbitt Metal.—There has been no change in price 
on babbitt metal since last reported, and jobbers report 
that the demand is very limited. Stocks are normal 
and are ample to meet all requirements. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
babbitt metal, 10c. per lb.; Revenoc, 20c. per Ib. 

Clipping Machines (Horse and Sheep).—Dealers are 
urged to look up their stocks on horse clipping machines 
and sheep-shearing machines, as it is near the season 


Standard 


3 


vl 


and machine-made window glass, who are working har- 
moniously together. So far the trade is not looking 
for any appreciable domestic demand until next fall. If 
there is a revival of building operations glass naturally 
will be among the later installations. 


Window glass prices are as follows: AA quality ranges 
from 72 to 75 per cent discount, according to sizes B qual- 
ity, single thick, first 3 brackets, 80 per cent: B, single thick 
all sizes above first three brackets and all A quality, singk 


<, 79 per cent; all 
all grade B, 
list. 


AGO 


of the year when they will be in great demand. Those 
who have not placed their orders early in the season 
are advised to do so at once. Jobbers have fair stocks 
on hand and are filling all orders promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 
bearing horse clipper, $9.75 list ’ 
$14 list each; No. 8 sheep-shearing machine, 
No. 9, $14 list each, and New Model, 
above prices carry a discount of 25 per 
dating. 

Eaves Trough and Conductor Pipe.—Sales on eaves 
trough and conductor pipe has showed a vast improve- 
ment during the last week. The mild weather has made 
outdoor work permissible. Jobbers’ stocks are normal 


A grade, double thick, 80 per cent, and 
double thick, 82 per cent discount from jobbers’ 


ball 
clipper, 
$12 list each; 
$14 list each. The 
cent with April Ist 


) 


each; No. 2 horse 





and report an improvement in deliveries from the 
masufacturers. 
We quote from jobbers’ stocks, f.o.b. Chicago: 29-gage, lap 


joint eaves trough, 5 in., $6.65 per 100 ft.; 29-gage conductor 
pipe, 3 in., $6.75 per 100 ft. 

Files.—Satisfactory sales on files are reported. Job- 
bers are out of some sizes, but deliveries from the manu- 
facturers are improving. Retail sales over the counter 
show a marked improvement. There has been no change 
in price. 

We quote from jobbers’ stocks, f.o.b. Chicago, the following 
discounts from standard lists: Nicholson files, 40-10; New 
American 50-10; Disston, 40-10; Black Diamond, 40-74. 

Glass, Putty and Glaziers’ Points.——There has been 
very little change in the situation as to glass, and from 
all indications there will be a shortage. The sale of 
glass naturally at this time is very limited, but it is 
expected that the demand for spring will be unusually 


heavy. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single 
strength A, all sizes, 77 per cent off; single-strength B, first 
three brackets, 77 per cent off; all sizes of double-strength 


A. 79 


’ per cent off 
We 


quote from jobbers’ stocks, f.o.b. Chicago: 
100-lb. kits, $4.25; glaziers’ points, No. 1, No. 2 
1 doz. to a package, 60c. jer pkg. 

Cotton Gloves and Mittens.—Jobbers state that the 
road salesmen are booking very satisfactory orders for 
future deliveries on cotton gloves and mittens. Manu- 
facturers assure them that they will be able to fill all 
orders and that there will be no shortage. Prices re- 
main unchanged. 

We quote from jobbers’ stocks, f.ob. Chicago: Standard 
7-oz. knit wrist gloves, $1.85 per doz. pairs; Standard 8-oz 
knit wrist gloves, $2.10 per dozen pairs. 

Guns and Ammunition.—There has been a large num- 
ber of orders booked for next spring and summer de- 
livery without price, as price for next season has not 
as yet been announced. The demand for immediate 
shipment is very satisfactory and re-orders are coming 
in, especially from the Northwest section in good vol- 
ume. Prices remain the same as last reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: Single bar 
rel shotguns, 12-gage, 30 or 32 in. barrels with plain extrac- 
tor, $7.50 each; with automatic ejector, $7.85 each; 12-gage 
double-barrel guns, with hammer, $14.50 each; hammerless, 
$17.50 each. 


Putty, in 
and No. 3 





No. 22 short semi-smokeless cartridges, $5 per thousand ; 
No. 32 short semi-smokeless, rim fire, $11.75 per thousand; 
No. 22 long semi-smokeless, $6 per thousand; No. 32 long 





seni-smokeless, Discounts 20-5 


rim fire, $13.50 per thousand 
per cent. Peters’ 3 


target shells, smokeless, 3 drams powder, 
1 oz. shot, 1 to 10, $48 per thousand; Peters’ Referee semi- 
smokeless, 3 drams powder, 1 oz. shot, 1 to 10, $37 per thou 
sand. Discount 20-24% per cent. 

Galvanized Ware.—Sales on galvanized ware are 
limited to immediate requirements, as there is a general 
feeling that prices have not as yet reached their proper 
level. Jobbers have fair stocks on hand and are filling 
all orders promptly. 

We quote from jobbers’ stocks, f.o.b. Chicago: Standard 
galzanized tubs, No. 0, $9.88 per doz.; No. 1, $12.16 per doz.; 
No. 2, $13.68 per doz.; No. 3, $16 per doz.; medium grade, 
heavy galvanized tubs, No. 100s, $17.84 per doz.; No. 200s, 
$20.16 per doz.; No. 300s, $22.40 per doz. ; common galvanized 
pails, 8-qt., $3.76 per doz.; 10-qt., $4.28 per doz.; 12-qt., $4.68 
per doz.; 14-qt., $7.32 per doz.; 16-qt., $8 per doz.; 18-qt., 
$9.28 per doz.; 20-qt., $12.16 per doz. 

Wood Handles.—The demand for axe handles is espe- 
cially heavy, indicating that the lumbering industry is 
very active. Jobbers have fair stocks on hand and 


€ 
7 
4 
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manufacturers are making better deliveries than ever. 
Prices remain firm. 

We quote from jobbers’ stock f.o.b. Chicago: Best quality 
econd wrowth, hickory uxe handles, $6 per doz extra qual 
ity hickory, $4.50 per doz.; No. 1 hickory, $3.75 per doz 


No. 2 hickory, $4 per doz, No. 1 railroad pick handies, $4.50 
per doz; 14-in. second growth hickory hammer and hatchet 
handies, $1.50 per doz l4-in. medium quatity, Soc. per doz 


lanterns continue to be very 
satisfactory, especially from the farming districts. 
Jobbers report that their stocks are fair and manufac 
turers are in a position to make better deliveries than 
for some time past. All orders, however, are for im 
mediate requirements and very few orders for future 
shipment are being placed at the present price, 

We quote from Jobber stocks, f.o.b 
P  tubtlasr $f per doz; No 


Lanterns.—Sales on 


Chicago: Cotumetition 


lanters tubular cold bla 


$9.90 per doz 
lace leather continues 


Lace Leather.—-The demand for 


very satisfactory. Jobber itocks are fair and no 
chanpe In price 18 reported. 

We quote from jobbers’ stocks, f.o.b. Chicago: liawhide lace 
Jeather .in., $1.65 per 100 ft.; Y-in, $2 per 100 fit 
(Chrome laee leather sein, $1.20 per 100 ft oan fl.o0 


per 100 ft 
Nuts and Bolts.—Price on nuts and bolts took a de 
cline of about 10 per cent during the past week, and it 


is expected that dealers will take advantage of these 
new prices and replenish their stocks to meet their 
eason’s requirement Jobbers have fair stocks on 


expect very shortly to be in a 
promptly. 


hand and manufacturer 
position to fill all order 


We quote from Jobber toch fob. Chiengeo Missechiinee 
bolts upto % x 4 In 0 per cent discount, larger izes, 40-10 
per cent discount; carriage bolts up to % x 6 In 1 and 10 


per cent discount larger izes, 30 per cent discount hot 
pre ed nuts, quare, $1.05 off, and hexagon, So« off per 
100 Ibo; tire bolts, 40-10 per cent discount; stove bolt Ho le 


per cent discount; lag serews, 40-10 per cent discount 
Nails.—The nail situation is about the same as last 
reported. Jobbers are receiving small shipments a 
usual, and as fast as they are received are applied on 
back order The mills, however, assure them that 
they will be in a position very shortly to meet all re 


quirements and that plenty of nails will be availaule 
for spring. 
We quote from jobber toch fob. Chieuwge (orimnor 


wire nails, $4.30 per keg base; cement coated tails, $4.20 per 
keg bane 

Oil Heaters.—Sales on oil heaters during the last 
week have been very slow. Both jobbers and manufac 
turers have accumulated a surplus stock and are able 


to fill all orders promptly. It is expected that the sale 


of oil heaters will be stimulated by the next cold spell 
and very few of them will be carried over. 

We quote from Jobber stoch fob Chicago lo, T-24 
blue polished steel body oil heaters with heays teel fount 
capacity, 3 qt., $3.50 each No. T 21) polished heet teel 
body, black Japanned finish, with safety fount ciapueecits aT | 


$4.40 each; No. T-31, capacity, 1% gal., $7.15 each 

Roofing and Building Paper.—There has 
usually heavy demand for tarred felt, also dealers have 
come into the market and placed very satisfactory 
orders for roofing and building paper during the last 
week. There has been no further decline in price since 
last reported, 

We quote 
teed rooting, one 
ply, $2.04 per sq 
Miaijor 


been an un 


fob. Chieago Certalr 
Certainteed rooting, two 
$2.05 per aq 
two-pl 


from jobber foc 
ply, $1.53 per sq 
; Certainteed roofing, three-ply, 
VMiaijor roofing, 


rooting, one-ply, $1.25 per q 
$1.69 per mg Major rooting, three-ply, $2.10 per aq... Sentine! 
roofing, one-ply, 83c. per sq Sentinel roofing, two-eply, $1.04 
per sq Sentinel roofing, three ply, $1.25 per q tarred felt 
$2.60 per 100 Ibo; red and gray rosin paper, $47 per tor 


Razors and Blades.—Manufacturers assure the job 
bers that from now on they will have plenty of razor 


and razor blades to meet all requirements. Since the 
restriction has been lifted by the government their 
entire plants are devoted to filling domestic order 
Sale very heavy, as both jobbers’ and 


continue to be 


retailer tocks are very low. There has been no 
change in price reported 

We quote from jobbers’ stoeh fob. Chicenro ull hollow 
ground, open blade razor quare point, flat rubber handle 
$17 » per doz three quarters hollow pgoround quare point 
oval rubber handles, $14.75 per doz 

Sarery Razor We quote from Jobber toch fob Ch 
cago, as follow Gillette, $45 per doz Auto-Strop, $45) pe 
doz Gem, in one doz lot $4.40 per doz 4% doz lot ‘ 
per doz Iver-leady, in one doz, lots, $4.40 per doz 1 doz 
lot $8 per «ke 

MLADIEA, We quote from jobbers’ stoch f.o.b. Chicago 
Gem, in 1 doz eta, 7 blade to a met $4.20 per doz et 
Miver-Ready, 1 card containing 1) gros bolas 1 doz, to a 
packnge, 24 package to the cfird, $6.72 Gillette, in 1 doz 


(pillette 1 doz 
trop, No. 6105 
Auto-Strop 
$9 


packages, 6 blade to the packapye, $4.50 
packnge 12 blade to m puchksgpee 84 Auto-§ 


In doz. packages, 6 blides to a paelkiapge $4.50; 


Yo. 610, in doz. packsage 12 blades to a package, 

Rope.— Quotations on fiber advanced 2c, per pound, 
but manufacturers have not as yet raised their price, 
but it is expected that they will do so very shortly, 


as the price on the finished product is lower than the 





Hardware Age 








price on the raw material, Manufacturers claim they 
have good stocks of rope on hand and are filling orders 
promptly at the present price. Also that the volume 
of business being done at this time is very heavy, but 
it is easily accounted for on account of the low prices 
prevailing. 

We quote from 
No. | manila rope, , 
tbdyec. per tb, base; No 
inal rope, No. J, 

Sleds.—There will be very few sleds carried over into 
season, as jobbers report that their stocks are 
sales have been very satisfactory, 


jobber stock f.o.b. Chicago, as follows 
lZ4ac. per Ib. base; No. 2 manila rope, 
So omanila rope, 1Ytoe. per ib, base 
bic. per Ib; No. 2, ISt4ye. per lb ? 


next 
badly broken and that 

We quote from jobbers’ stocks, fob 
teel coaster with ‘T-shaped pring steel 
$15.30 per doz.; No. 131, $15.20 per doz; No 
doz, wood coaster, No, 6, with low runner, $5.65 per doz; 
vo, 10, $8.25 per doz.; No. 12, $11 per doz high wood cut 
ter, competition grade, No. 86, two-knee, $4.75 per doz No 
/, three-knee, $6.65 per doz 

Spark Plugs.—Dealers are requested to look up their 
tocks on spark plugs and see if they have ample plugs 
on hand to meet the spring requirements. It is ex 
pected that the demand for spark plugs will be very 
heavy, as a great many cars are being overhauled and 
will new spark plugs. Jobbers have ample 


Chicupgo Statoped 
runner, No 130, 
132, $17.50 per 


require 


tocks on hand to meet all requirements and the manu 
facturers make the assertion that there will not be a 
hortape 

We quote from jobber tocks, f.o.b. Chicago: Hercule 
(jlaot, any quantity, 60c¢. each; Hercules Junior, lots of 1 to 
100, 4 each; Hercules Junior, lots of 100 to Lh0, 37 Yc 


rh. Hlercules: Junior, lots of 150 upward, 45c¢, each 


Skates.—Jobbers’ stocks are practically cleaned out 
of all the standard sizes and numbers. Orders are 
taken subject to stock on hand. The manufacturers 


have no more skates to supply the jobber and will not 
have for the balance of this season. Prices for fall 
delivery will be in the jobbers’ hands very shortly, and 
until then the following prices prevail: 

We quote f.o.b. Chicago Barney & 


from jobbers’ stocks, 


Merry lever stamp No, 30, bright finish, men's skiates, 66¢ 
per pair; nickel, 900e. per pair key clamp, No. IL2Z, nickel 
plite on cast steel, $1.10 per pair; No, 122, nickel plate on 


hardened steel, $1.50 per pair; key clamp hockey, No. 612-8 
cast steel blade, $1.25 per pair, No. 662-B, spectal tempered 
teel blade, $2 per pair women's clamp pattern, No 72h, 
niekel plated, ‘sided tool steel blade, $1.50 per pair, women’ 
hockey No. 772%, $1.20 per patr women's half key clamp 
rocker, No. 310-K, cast steel blade, bright finish, $1.25) per 
pair; No, 372, welded tool steel blade, $2.10 per patr 

Sand Paper.—Sales on sand paper have showed a 
marked improvement during the last week. Manufae 
turing plants have come into the market for their 
pring requirements and retail sales over the counter 
are satisfactory. Both jobbers and manufacturers have 
fair stocks on hand and are in a position to meet al 
requirements. 

We quote from jobber stocks, f.o.b 
Oo. 7 tnd paper, best grade, $6.40 per 
! pooper ream 

Screws.—There has been a very sharp decline in the 
of wood screws since last reported. Manufac 
turers in naming this new price hoped to regain the 
confidence of the trade and on this.new basis they 
will go ahead and place orders immediately for their 
pring requirements, Jobbers have good stocks on hand 
and manufacturers claim to be in a position to make 
good deliveries. 








Chicago, as follow 
ream; cheaper grade 


price 


We quote from jobbers’ stocks, f.o.b. Chieago: Flat head 

Iw hit Crewe 75-20; round head blued, 70-20 ftiat) brewed 
e920. round head brass, 40-20 

Solder.—-There has been a slight improvement for 


the demand of solder during the last week and the 

market still remains steady. Jobbers’ stock are only 
fair, but are ample to meet all requirements. 

f.o.b. Chicago: Warranted 
Ibo; Noo b plumber it 


We quote from stocks, 
0-00 solder in quantities, 47c. per 
iaritithe 41c. per Ib 

Steel Sheets.—There has been no change in the situa 
tion as to steel sheets. Consumers are still buying just 
enough to meet their immediate requirements in antic! 
pation that the manufacturer will either lower price 
or guarantee them against a decline. Manufacturer 
report that while the individual sales are small the 
ayyregate constitutes a fair volume. Jobbers are al 
lowing their stocks to run very low and have very few 
heets on hand. 


jobbers’ 


rom warehouse tocksa, fiob. Chileago No, 10 1 
nenled sheets, $5.17 per 100 Ib No. 28 blnek, $6.22 4 
Ib Yo. 28 gwalv., $7.57 per 100 Ib 


Sash Weights.—There has been no reduction in the 
price of sash weights and very few orders are being 
placed at the present prices, as dealers feel that with 
the falling off of serap iron the price on sash weight 


will be reduced. Foundries are practically the only 
ones who have stocks on hand. 
We quote from jobbers’ stocks, fob Chieago: Sash welk tn 


n ton lot $50 per ton in lesa than ton lot $52 per 
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Stove Pipe and Stove Board.—Price on stove pipe 
and stove board have not been announced as yet for 
fall delivery. Jobbers, however, are allowing their 
salesmen to accept orders with the understanding that 
their customers will receive the benefit of their best 
prices. These orders are to be taken for delivery at 
their option after July 1, with dating of Oct. 1. The 
present prices are as follows: 








We quote from jobbers’ stocks, flo.b. Chicago Square 
tal stove boards, wood lined, 24 x 24, $11.60 per doz 

' 6, $13.65 per doz 28 x 2 $16 per doz to x «30, 

fis 05 per doz; 33 x 33, $21.70 per doz 16 x 36, $25.95 per 

| quare crystal stove boards, paper lined, 1 x TS, $6.20 
per doz 24 x 24, $7.50 per doz "i x 26, $8 30 per doz 
, « 28, $9.20 per doz; 30 x 30, $10.90 per doz 32 x 32 

+] 1 per doz $6 x 36, $16.15 per doz rice ubjeet to Lo 


per cent discount in case lot 

Steel Traps.—The high price of fur is offering great 
inducement to the trappers. The result is that sales 
on steel traps are unusually heavy. Jobbers have fair 
tocks on hand and deliveries from the manufacturer 
ire showing an improvement. Prices remain unchanged. 


We quote from jobbers’ stoch fob. Chicago 
Victor Traps—No. 0, $1.65 per doz.; No. 1, $1.96; No. 1% 
i No. 2, $4.09; No. 3, $5.44 No. 4, $6.42; No. 91, $2.74 
No. 914%, $3.89, 
Onelda Jump Traps No 0, $2.26 per doz No. 1, $2.66 
No. 1%, $3.97; No. 2, $5.83; No. 8, $7.77; No. 4, $9.15; No 
) $6.38; No. 138, $8.31 No. 14, $9.69; No, 91, $3.32 No 


mS, $4.71 
Newhouse Traps No. 0, $3.65 per doz; No. 1, $4.29; No 
$6.42 ‘ 2, $9.49 No. 3, $12.86 No. 4, $14.93 All 

‘ nelude chains 





Tacks.—While there has been no change in the price 
of tacks since last reported, it is expected that new 
prices will be announced in the very near future. Job 
bers report that sales are only fair and their stocks 
are ample to meet all requirements 


We quote from jobbers’ stock fob Chicago Upholster 
er tach OZ Po-tb. bone Oe per Ib Dill pomter tacks 
6 oz, 25-Ib. boxes, 19¢c. per Ib 


Wheelbarrows.—There has been few orders placed for 
wheelbarrows for future delivery, but not as many as 
the present decline would warrant. Jobbers have fair 
tocks on hand and expect to be in a position to meet 
all requirement 


From jobbers’ stoclh fob. Chieago: No. 4 tubular barrow 
ill teel $7.25 each common tray or t tray barrow 
2h each angele leg, garden barrow $4 enel 


Wire Products.—lrice on wire products are not as 
firm and barb wire took a decline of about 10 per cent. 
Shipments from the mills are improving, but jobbers 
have not been able a yet to accumulate a stock, all of 
their shipments being applied to back orders. 


We quote from jobbers’ tocks, fob Chicenro: Galvanized 
barbed wire, catehweights, $5.15 per 100 Ibo: galvanized hog 
vire, SO-rd. roll $4.14 por roll tlvanized cnttle wire. SO0-rd 
roll $4.45 per roll Proults nett galvanized before weay 
beige ) per cent discount tan) tnizes ifter weaving, 45 per 
cent diseount 

Wint Chorin We quote from Jobber toc) fob. Chi 
CARO 12-mesh blac from § 1b to $2 > per 100 aq. ft Priame 
This price is for ine from 24 im. to 48 in Size below 24 In 
ure 1 per hundred bigher vA) ibave { in re 1k per 


hundred higher 


BOSTON 


Ollice of ELAnKDWAKE Agi 
Boston, Jan >, 1919 


N the publie press of late there has been considerable 

discussion regarding the unemployed returned sol 
dier. Investigation among the New England hardware 
trade shows that very few men employed in retail and 
jobbing establishments prior to the war, who have 
returned from abroad, are out of work. Here and there 
one finds an exception, but they are very few and far 
between, and the fault lies with the ex-soldier and not 
with the employer. 

In one particular case the ex-soldier called at his 
former place of employment, and when asked if he 
was ready to return to work, said he had not made up 
his mind. He had put on several pounds weight and 
was “soft,” not having performed enough manual labor 
or drilling prior to his sailing for home to keep him in 
condition. He told his former employer he would like 
a little time to think the matter over. That was about 
two weeks ago, and the employer almost has made up 
his mind that the young man does not want to work. 
The position, however, is still open for the ex-soldier. 

\ few similar reports come from other quarters 
Che bulk of the Boston hardware boys, who were drafted 
or who enlisted, are still in the service. In many 
instances they have received personal letters from the 
heads of firms saying their jobs are open. There is 
no need, therefore, for a returning soldier previously 
employed in hardware houses being out of employment 
provided he really wants to work. 

Local heavy hardware houses as a rule report busi 
ness as no better, in fact, it is unusually dull. They 
ive still refraining from placing orders with the mills 
for fresh poods, but are, however, getting in supplie 
mn orders placed long months ago. Their stocks are, 
therefore, gradually assuming normal proportions, and 
they feel that when business does pick up they will be 
in a position to make prompt deliveries. While the 
trade was displeased with tht attitude taken by 
“Charlie” Schwab in regard to export business, there 
appears to be less talk of probable lower prices in 
domestic circles than was the case a week or fortnight 
igo. It appears as though the trade had discounted any 
uch adjustment of values. 

Since Jan. 1, representatives of the manufacturers 
have frequently visited the Boston shelf hardware job 
ber While they are unable to guarantee as prompt 
deliveries as they did before the war, they say they 
‘an do fairly well in this respect, and apparently are 
ery anxious to do business. Most of them have left 
flown with some good orders for staple lines. Some 
of these goods have arrived and the rest will in the 
near future. The jobbers, therefore, are in a position 
to vive fairly prompt service The New England 
retail hardware dealer is buying a little more freely. 
He is still buying in small lots, but more often than he 
has been. Then, too, in some instances he is placing 
orders for goods to be delivered next fall, which is 
onsidered a highly encouraging sign. So, taking the 
ituation as a whole, it appears a_ little 


int vare 


better than it was a week ago. Collections in general 
are good, although a little slower than they were during 
January, 1918. The railroads and express companies 
are doing fairly well to-day in the movement of goods 
to and from jobbers’ hands, and thefts of goods in 
transit seem to be on the decline 


Anvils..-It is doubtful if a local hardware jobber 





has sold an anvil during the past week. Prices remain 
teady and unchanged: 
We quote from Jobber tocks: Standard minke 25c. per Ib 


Axes. verybody in the local jobbing district ap 
pears to have enough axes on hand to supply all needs, 
thanks to an influx of fresh goods. The demand is 
quiet, which is usual at this season of the year. Quite 
a number of the portable mill lumbermen, who have 
heen operating in Maine, have shut down owing to a 
depression in the market for their product as a result 
of the high cost of manufacture. Some of them have 
gone south. The New England hardware dealer who 
has been counting on business from the lumbermen 
will, therefore, be disappointed. 

We quote from Jobber: tool Single bit axes, $165 to $17 
t doz double bit: mxe $19 to $21 a doz 

Axles.—The call for axles still continues of very 
small proportions, but jobbers are not overburdened 
with stock, and for that reason art not worrying much 
over business matters. Prices hold very firm. 


We quote from jobber tol Square bed, drawn bed 
ind |} plece under 2% in Ife per ib "% and 3 in bike 
All axte without boxe ine. tb. extra 


Axle Grease.-The demand for axle grease continues 
normal, and there is nothing which indicates it will not 
continue so indefinitely 

We quote from Jobber toc} Snow Flake brand, 1 quart 
$3.40 > quart, $6; 4 quart size S10 per do 

Barbed Wire.—-There was a time, not so long ago, 
when the mills of the country were breaking their nec} 
to get supplies “over there” and the Boston jobber 
necessarily was forced out of the market, that every 
body wanted barbed wire and wanted it badly. To-day 
the jobber has a supply on hand, but everyone who 
wanted goods evidently changed their minds, for the 
market is very quiet Prices are reported as very 
steady. 

We quote from Jobber 
pony reels, $5.45 per 100 Iho: elghtrod re Plain 
twist ,. 0 per Loo Tl Staple i" whols 
broken caska, $7 

Bicyeles.—The market for bicycles is beginning to 
how some signs of life. The jobbers have been getting 
in supplies and some of the retail trade, who have the 

torage capacity, have been doing the same. The mild 
open winter has started public interest in bicycles a 
little earlier than usual. 


Bolts and Nuts.—To be sure, there a demand for 
bolts and nuts every day, but the market is not as active 
us the hardware trade would like to see. They say, 
however, that in comparison with other lines, the mar 
ket is holding its own 

Machine bolts, ¢. T. & D. nuts, 4 x %, and smaller, 26 and 





56 





and 2% per 
40 per 


cent discount; 44% x % and larger, 20 
discount; with H. P. nuts, 4 x % and smaller, 


5 pel 
cent 


cent discount; 44% x % and larger, 25 and 5 per cent dis- 
count ; common ¢ arri: ige bolts, 6 x % and smaller, 35 per cent 
dis scount ; 6%4x % jand larger, 20 and 5 per cent discount; 
tap bolts, list plus 25 per cent; Eagle carriage bolts, 60 per 
cent discount ; stove bolts, large quantities, 60 per cent dis- 
count, small quantities, 50 per cent discount; bolt ends, 20 
per cent discount; tire bolts, 40 and 5 per cent discount; 
semi-finished nuts, 9/16 and smaller, 60 per cent discount; 


S&S and larger, 50 and 10 per cent discount; finished case 


hardened nuts, 50 per cent discount; H. P. square blank in 
full keg, list plus 1c. per 100 Ib.; tappe od, plus le.; hexagon 
blank, plus 1le.; tapped, plus l1c.; C. P. & T. square blank, 
plus le.; tapped, plus lic.; hexagon Sieaie plus lc.; tapped, 
plus le 


Chain.—Although the heavy hardware jobbers are 
getting in supplies of most things, they are not getting 
chain for the simple reason that during the war they 
canceled what outstanding orders they had, and since 
then have not placed new ones. There is some call for 
chain, but not enough to warrant their getting in fresh 
supplies. The local market, therefore, continues 
nominal. 

We quote in cask lots, from 


ge coil, self- pees chain, 


jobbers’ stocks: /16 in., $17.1 % in., $14.5 55 | 5/16 in., 
$13.55; 3% in., $13; 7/16 in. $13 "" in., $13; % in., $13 per 
100 Ib. Quot: ations on B.B.. twist link and long link chains 


furnished on application 

Chisels.—Chisels are selling from day to day, not in 
a large way to be sure, but the aggregate sales for tht 
past week appear satisfactory. While the jobbers 
are better supplied than they were a fortnight or so 
ago, there is still room for improvement in this respect. 

We quote from jobbers’ stocks: Chisels, socket, O. S. C., 
$6.90 per dozen; No. 3% C., $8.40 per dozen. 

Coal Hods.—Coal hods sell spasmodically. One day 
the jobber will get quite a few orders and then two or 
three days will pass without much doing. So far as 
can be learned, the retail dealers are getting along on 
as little stock as possible because the consumptive sea- 
son is drawing to a close. 

We quote from 
sone ), japanned, No. 15, $5.58 per 

7, $6.23. Galvanized, No. 15, $8.48 per 
No. 17, $10.13; No. 18, $11.05. 

Cooking Ware (Glass s of glass cooking ware, 
while being far from brisk, are satisfactory, according 
to the jobbers. Prices hold firm and there is nothing 
which indicates they will change for some time. 


Medium grade (wood 
doz.; No. 16, $5.95; No. 
doz.; No. 16, $9.38; 


jobbers’ stocks: 





We quote from jobbers’ stocks: Casse role s, round, 1-qt., $18 
per dozen; 14%-qt., $21 per Gozen; 2-qt., $24 per dozen sak- 
ing dishes, uncovered, 1-qt., $10.20 per y oA.. nm; 14-qt., $12 
per dozen; 2-qt., $14.40 per dozen. Pie plates, $9 to $12 per 
dozen, Cake dishes, $9 per dozen. Braed pans, $10.80 to $21 
per dozen. Small baking dishes, $1.80 to $3.60 per dozen. 


Jobbers’ cent off list. 

Cutlery.—Some local interests was attached to the 
announcement by Secretary Baker that enlisted men, 
upon being discharged from the service, may retain 
safety razors and shaving brushes given them. The 
hardware trade is wondering if by “enlisted” Secretary 
Baker intends to extend the same rule to “drafted” 
men. If such should prove the case, it might make 
some difference in the demand for safety razors a little 
later in the year. 

O. W. Edwards, president of the Northampton Cut- 
lery Company, t takes the view that business conditions 
should improve within a short time. He believes that 
the under-production during the war created a market 
for cutlery goods, and that this market will become 
active as soon as dealers are satisfied that prices are 
not likely to go down for some time. Production costs, 
among which labor usually is the largest item, will not 
go down, according to Mr. Edwards, within the time 
that dealers would take to dispose of sizable orders 
given now. He says his plant will keep on without any 
reduction in the number of employed there. He says 
further that all men who went into service will be taken 
back. The factory still has some Government work on 
hand, and this, together with whatever business comes 
along, should carry it along during the period of un- 
certainty. The South American trade of the company 
has been benefited by the withdrawal of German goods 
from that field, but the future of this trade is problema- 
tical, according to Mr. Edwards. He says that prob- 
ably there would be some permanent gain, but in the 
southern countries the trade is not only pro-German in 
its tendency, but many of the traders are Germans, 
who will not trade with this country the minute the 
German market reopens. 

Snips.—Trimmer, No. 12, 97c. eagh; No. 10, $1.58; No. 9, 
$1.72; No. 8, $1.95; No. 7, $2.45. Dental snips, No. 0, $9.80 
per dozen; No. 1, $10.75. 

Scissors.—Heinisch and 


terms are 30 per 


Wiss goods, standard embroidery 


(two sharp points), 3-in., $8.85 list per dozen; 3%-in., $9.20; 
4-in., $9.50. Standard ladies (one round and one sharp 
point), 4-in., $9.50 list per dozen; 5-in., $10.10; 6-in,. $11.40. 
Pocket (two. round points), 4-in., $8.85 list per dozen; 4%4-in., 


3uttonhole, 4%-in., 
$12.65 list per dozen. 


$11.40 list per dozen. 
Nail, 3%-in., $12.65 


$9.20; 5-in., $9.50. 
Manicure, $%-in., 
list per dozen. 
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SHEARS. High- -grade jap: inned, 6-in., es. 60 per dozen; 
6%-in., $9. 20; 7-in., 39. 70; 7%-in., $10.25; 8-in., $10.80; S1,- 
9- -in., $13.45; io- in., $16.70; A $18.85; 12-in 


in., $11.35; 
$20.45; 13-in., 
sizes, $4 per dozen. 

KNIVES.—Butcher 
dozen; 7-in., $4.80; 
$11; 14-in., $14. 

Pocket KNives.—Standard make, $8 per dozen. 

Hair Cutters.—Popular kinds, plain cases, 75c. 
each. Fancy cases cost more. 

SAFETY Razors.—Gillette regular 
$16 to $: 27, less 25 per cent discount. Auto-Strop regular sets, 
$5, less 25 per cent discount. Gem $1 sets, $8.40 in dozen 
and $9 in less than dozen lots. FEver-Ready sets, $8.40 in 
dozen and $9 in less than dozen lots. 

Files.—Nothing new has developed in the file line so 
far as Boston is concerned during the past week. Stocks 
are comfortably large, the demand is only fairly good 
and prices hold very steady. 

We quote from jobbers’ stocks: 
cent discount; Arcade, 50 and 5 
Western, J. B. Smith and similar 
discount; X F (Swiss pattern), list 
hand-cut files, list; American machine-cut files, 
cen discount. 


Freezers.—A slight increase in the demand for ice 
cream freezers is shown by some of the retail dealers. 
Some of them, who sounded the market a week or 
fortnight ago, have since placed their orders for future 
delivery. 


$32.60. Popular- ‘priced goods (warranted ), all 
Low-priced goods, all sizes, $2 per dozen 
knives, standard make, 6-in., $4 per 
8-in., $6; 9-in., $7; 10-in., $8.50; 12-in., 





and $1.50 


sets. $5; traveling sets, 


Nicholson, 40 and 10 per 
per cent discount; Great 
brands, 50 and 10 per cent 
plus 12%c.; Chelsea 
50 and 5 per 











We quote from egg stocks: White Mountain freezers 
1-qt., $2.43; 2-qt. qt., $3.60; 4-qt., $4.23; 6-qt Meee 
8-qt., $6.93 ; 10- at » $8. 12-qt., $11.25; 15-at., $13.35 ; 20-qt., 

2 31 ; 25-qt., $22.20 eac ich. 


Galvanized Bars.—Aside from an occasional order 
from the awning manufacturers, the demand for galva- 
nized bars is quiet. Local stocks are not burdensome, 
however, and the market appears to be in a healthy 
condition. 


We quote from jobbers’ stocks: Flat galvanized bars in 
stocks, 1 x \ in., 12 ft. Jong, $9.50 per 100 lb.; 1 x ois. in., 
12 ft. long, $9; 1 x % in. 16 ft. long, $8.80; 1144 x % in., 16 


ft. long, $8.80. 

Round galvanized bars in stock, % in., 18 ft. long, $8.80 
per 100 lb.; %& in., 18 ft. long, $8.70; % in., 18 ft. long, $8.60 

Galvanized Pails.—Although the demand for galvan- 
ized pails is far from brisk, jobbers say it is satis- 
factory, all things considered. Retail dealers have as a 
rule cleaned up fairly well on their holdings, but a 
majority of them are inclined to hold back on reorders. 


We quote from jobbers’ stocks: Common galvanized pails, 
light finished, 8-qt., $4.20 per dozen; 10-qt., $4.75; 12-qt., 


$5.25; common stock pails, light finished, 14- -qt., $5.88 per 
dozen. Common pails, heavy finished, 14-qt., 50 Ib. to the 
dozen, $9.88 per dozen; lighter weights, 14-qt., $7.65. 


Glass.—The retail demand for glass continues very 
good for this season of the year, January sales to date 
exceeding those for the corresponding period last year. 
There is just enough doing in a wholesale way because 
of the erection of garages, to keep the glaziers occupied. 
Local glass interests are of the opinion that prices may 
advance within the near future because of the fact 
that a 10 per cent wage increase affecting more than 
12,000 workers was recently agreed to at Cleveland at 
a conference between representatives of the National 
Window Glass Workers’ Association and a committee of 
manufacturers. 


We quote from jobbers’ stocks: Glass, single A and B, first 


three and above first three brackets, 77 per cent discount 
from the list; double A, 81 per cent discount; double B, 51! 
per cent discount; A and B quality by the light, 75 and 10 


per cent discount; single lights, 75 and 10 per cent discount; 
box, 79 per cent discount. 

Leaded Glass.—Plain cathedral, 18c. per sq. ft.; monu- 
mental figured, %-in. thick, 20c. per sq. ft.; double ground, 
23c. per sq. ft. 

Skylight Glass.—Rough or rolled, \%-in. thick, 16c. per sq 
ft.; 3/16-in. thick, 20c. per sq. ft.; 4- ‘in, thick, 25c. per sq. ft 

Hack Saws.—The hack saw ‘market is running along 
in the same old rut. The demand is of a hand-to-mouth 
order, stocks are only moderately large and prices ap- 
pear on a firm basis. 

We quote from jobbers’ stocks: 
lots or over, 15 per cent discount. 

Heaters.—In a retail way oil heaters are cleaning up 
well; in a jobbing way the market for the season is 
over. But the jobbers report that some of their sales 
men are taking orders for heaters to be delivered next 
September, October and November. To date such orders 
have been taken at ruling market quotations, but it is 
understood that hereafter they will be booked “subject 
to price ruling at date of shipment.” 

Horseshoes.—The past week has seen a fair demand 
for horseshoes from inland points. Locally the call is 
limited. Prices are unchanged. 

We quote from jobbers’ stocks: Standard makes in 100-!b 
kegs, to dealers at Maine, New Hampshire, Vermont, Massa- 
chusetss and Rhode Island points, $8 per keg; to Connecticut 
trade, $7.75 per 100-lb. keg. 

Hose.—Garden hose has not begun to move in quan- 
tities as yet, but some of the retail trade have begun 


Hack saws, in one gross 
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nibbling, say the jobbers here. The manufacturers are 
now in a position to make fairly prompt delivery and 
most of them are anticipating a good season. 


We quote from jobbers’ stocks: Garden cotton hose. Merit, 
& in., 13c. Rubber hose: Leader, % in., 11%c.; % in., 
Buildog 


12%4e.; Good Luck, 5% in., 14%c.; Milo, 5% in., 15e.; 
(seven ply), 5% in., 18%c.; Olympia (wire bound), % in., 
i3%c. per foot. Add 4c. per foot if ordering in 25-ft. 


lengths. 


Iron.—“Scattered buying” is the way most jobbers 
say business in iron is. There is reason to believe that 
local stocks by the end of January will be in fairly good 
shape, and most of the jobbers believe that business will 
continue to improve from then on. 

Hoop iron, $6 per 100 Ib. base; band iron, $5.55 base; best 
iron flats, rounds and squares, $6.50; H. & P. ovals, half 
ovals, bevels and half rounds, best iron, $7.50; refined iron, 
$5.55; common iron, 9/16 to 1% in. round and square, $4.80; 
1, x 4 to 1 x 4 in., $4.80; Norway iron, $20; with National 
bar iron extras; broken bundles, add 4c. per Ib. Quantity 


differentials charged on all iron under 2000 to 1000 Ib.; 30c. 


per 100 lb.; under 1000 lb., 70c. per 100 Ib. 


Lawn Mowers.—Lawn mowers have not sold well 
since last reports, but there is no reason why they 
should at this time of the year. Indications are that 
business will be good a little later, and jobbers, antici- 
pating a brisk call for parts, are getting in supplies. 

We quote from jobbers’ stocks: Lawn mowers, $4.65 
each; 14-in., $4.80; 16-in., $5; 18-in., $5.20. 

Machine Tools.—New England machine tool interests 
are highly satisfied with their consultation with the 
Federal authorities at Washington. They say the 
amount of Government-owned tools is much smaller 
than was first supposed and that the situation in this 
respect is much more encouraging. It is said that the 
Government will use such tools as it acquired to replace 
old and worn-out equipment in the various navy yards 
of the country. This action will eliminate any possible 
dumping of such goods on the market. 

Nails.—One or two small wire houses, who make a 
limited number of sizes of nails, have signified their 
willingness to accept orders at concessions, but the big 
wire nail interests are still quoting on the former price 
basis and intimate that values will hold for some time. 
Local business in wire nails is confined very largely to 
the cleaning up of odds and ends in old back orders. 
Cut nails are selling slowly, but there is a fair call 
for coated and horseshoe stock. 


12-in., 


We quote from jobbers’ stocks: Wire nails, $4.50 to $4.7: 
base; cut nails, $5.80 base. Horseshoe nails, No. 5, $5.75 to 
$6.75; No. 6, $5.25 to $6; No. 7 5 to $5.75; No. 8, $4.75 to 





$5.50: Nos. 9, 10 and 11, $4.65 to $5.35. For less than 25 Ib 
of a size add lc. per Ib. 

*apers.—The recent reduction in prices for tarred 
paper failed to stimulate business, although there is of 
course something selling all the time. Sales of sheath- 
ing paper are few and far between. 

We quote from jobbers’ stocks: Best grades of sheathing 
paper, $85 a ton. Best grades of tarred paper, $66 a ton. 

Poultry Netting.—The local poultry show unquestion- 
ably created a desire on the part of a great many people 
to go into the hen business next spring. Now the 
Maine: State Poultry Association is holding its 18th 
annual exhibition at Portland, and more converts are 
anticipated. There is every reason to believe, there- 
fore, that the demand for poultry netting will be ex- 
cellent a little later. Local jobbers say some improve- 
ment in business already is noticed. 


Galvanized hexagon, six square, poultry netting, 45 pe 
cent discount, f.o.b. Pittsburgh, and 35 per cent discount, 
f.o.b. Boston. Pittsburgh freight to be added to invoices 
when rendered. All ordeers taken to be for immediate ship 
ment. 


Rivets.—The market for rivets is only moderately 
active, the consumptive demand from manufacturers of 
boilers, tanks, etc., showing some falling off. The one 
thing that will help the market is the construction of 
large buildings about which there is a lot of talk. But 
according to figures published by Dunn and Bradstreet 
little actual construction is going on. 

We quote from jobbers’ stocks: Norway iron rivets, 40 per 


cent discount; structural rivets, full kegs, $6.10 base per 
100 Ib. 
Roofing Cement.—There is little doing in roofing 


cement, but prices apparently are just as firm as ever. 

We quote from jobbers’ stocks: Roofing cement in 5-Ib 
containers, T%c. per pound; in 2%-lb. containers, 8c. per 
pound, 

Rope.—A better demand for rope is noted, some of 
the retail dealers evidently having made up their minds 
that the market has reached the bottom. According to 
the latest advices from Central America and Manila 
raw material for the manufacture of rope is likely to be 
scarcer than anticipated some time ago. 

We quote from jobbers’ stocks: Manila, 
base; sisal, 23c.; tarred lath yarn, 20c. 


24c. per pound 


Sandpaper.—Sandpaper continues to sell moderately 
well. 


Nobody, apparently, is carrying a large supply, 
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and the market is reported as in a very healthy condi- 
tion. 

We quote from jobbers’ stocks: Best grade, No. 00.0, $7.50 
per ream; No. %, $7.90; No. 1, $9; No. 1%, $10.50; No. 2, 
$12.15 ; No. 2%, $13.95; No. 3, $15.90; assorted $10.50, sub- 
ject to 30 and 10 per cent discount on full packages and 
30 per cent discount on broken packages 

Star grade, No. 00.0, $6.75; No. 14, $7.20; No. 1, $8.10; 
No. 1%, $9.15; No. 2, $10.35; No. 2%, $11.70; No. 3, $13; 
assorted, $9.50 per ream; subject to 30 and 10 per cent dis- 
count on full packages and 30 per cent discount on broken 
packages. 

Emery cloth and paper still retain the old list and dis- 
counts. 

Sash Cord.—The raw cotton market has had a further 
sharp setback during the past week, but according to 
the manufacturers of sash cord prices are unchanged 
and probably will continue so for some time. They 
say the decline in raw cotton has not been sufficient to 
offset the high cost of labor, etc. Locally the demand 
for sash cord is no better than it has been right along. 





We quote from jobbers’ stocks: Spot cord No. 7, 98c. per 
Ib.; Nos. 8 to 12, 97c.; Phoenix No. 6, 70c. per Ib.; No. 7, 
68c.; Nos. 8 to 12, 67c. Silver Lake cord, 98c. per Ib. 


Sash Weights.—There has been, perhaps, an improve- 
ment in the movement of sash weights, but it is very 


slight. Prices are reported as steady and unchanged. 
We quote from jobbers’ stocks: Sash weights from stock, 
}4c. per lb. Direct shipments from foundry, 3c. per Ib., f.0.b. 


shipping point 

Screws.—Screws of all kinds are moving slowly from 
jobbers’ hands, the rank and file of retail dealers evi- 
dently having enough stock for immediate require- 
ments. There is a feeling, however, that business will 
improve before long. As one jobber puts it: “There is 
a something in the air which indicates it.” 


We quote from jobbers’ stocks: Iron, bright flat head, 70 


and 20 per cent discount. Lron, blued, flat head, 70 and 20 
per cent discount, add 5 per cent; round, 65 and 20 per cent 
discount Iron, galvanized, flat head, 55 and 20 per cent 
discount Iron, nickel plated, flat head, 57% and 20 per 
cent discount; round, 57% and 20 per cent discount Iron 
brass plated, flat head, 55 per cent discount; round, per 
cent discount. Brass, bright, flat head, 4244 and 20 per cent 
discount; round and oval, 40 and 20 per cent discount. Coach 
screws, 40 per cent discount Iron machine screws, 50 per 
cent discount. Cap screw 10 per cent discount Set screws, 


15 per cent discount. 

Shoe Findings.—Shoe findings are a shade more ac- 
tive, but there is still lots of room fer improvement. 
Prices all along the line hold very firm. 


We quote from jobbers’ stock Taps, men’s light, $1 per 
dozen; medium light, $1.65; medium heavy, $2.50; heavy, 
$3.75 Women’s light, 75c. per dozen; medium heavy, $1.35. 
Prices for boys’ taps correspond with those for women's 

Strips Hemlock (clean), 50 and 60c. per pound; branded, 
15e.; oak heavy, medium and light, 65e. per pound 


Sifters.—Activities in sifters center in retail circles. 
If any have been sold in a jobbing way during the past 
week the number was very small. 


We quote from jobbers’ stocks: Common round rim, No. 19, 


$3.50 per dozen. Favorite, without cover, $6.50 per dozen. 
Rapid (all wire), without cover, $8 per dozen. Dover Safety 
No. 2, with cover, $20 per dozen. Rotary (Success), $41 per 
dozen 


Sleds.—In view of the fact that next season’s prices 
have been published some of the retail trade are placing 
orders for sleds to be delivered next fall. These goods, 
of course, have not been made up. 

Snaths.—Business in snaths continues of very small 
proportions, but nobody is overstocked and prices are 
firm and unchanged. . 
$14.50; ash brush, 


Snaths, ash grass, $12 per dozen; cherry, 


$13.75 per dozen. A discount of 50c. per dozen is allowed on 
lots of 20 doz. or more. 

Springs.—Carriage and wagon springs continue to 
sell slowly. There are no indications of any price 
weakening anywhere, however. 

We quote from jobbers’ stocks Wagon and carriage 
springs, l5c. per Ib 


Steel.—Generally speaking, it has been many months 
since the demand for steel is as quiet as it is to-day. 
Some of the jobbers go so far as to say it has been 
years since they have had so few new orders on their 
books as they have at present. Local supplies are better 
than they have been, but there is still room for im- 
provement. But indications are that by the end of 
another two weeks or so the jobbers will be in a posi- 
tion to make good deliveries. They anticipate a normal 
business by that time. 


We quote soft steel bars from jobbers’ stocks: Flat bars, 
stock lengths, not wider than 6 in. or thicker than 1 in. per 
100 Ib., $4 base; rounds and squares, 1% in. and under, $4 
base per 100 Ib. 

Angles and channels, tees, under 3 in., stock lengths, $4 
base per 100 Ib. 

Cold rolled steel, rounds up to 1 15/16 in. and squares and 
hexagons, list plus 10 per cent; flats, list plus 15 per cent. 
Tire steel, 1% x % in. and larger, $4.50; thinner and nar- 
rower, $5 

American calking steel, full bundles, $4.50 per 100 Ib. Toe 
calk steel, 6c. per Ib. base, broken bundle fil4ec. base 

Hoop steel, $6 per 190 Ib. base: band steel, $4.60. 
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Spring steel, open hearth, 9c. per lb. base, better grades, 
Cc. 


13 


Tacks.—Tacks are moving slowly both from jobbing 
and retail hands, but prices apparently are just as firm 
as ever. 

We quote from jobbers’ stocks: Tacks, $11.12 base per 100 
ib. Add to base extras as per differentials list reported. 

Copper tacks sizes % to 1% in. base, 55c. Extra charge is 
made for small sizes. 

Twist Drills.—In spots a slightly better call for twist 
drills is noted, but everybody admits there is lots of 
room for improvement in this respect. There unques- 
tionably is a firmer feeling among the jobbing trade, 
possibly because of the belief that no Government owned 
goods will find their way on the market and that the 
consuming trade give indications they possibly will be 
in the market within a short time for supplies in quan- 
tities. 

We quote from jobbers’ stocks: Carbon, drills, sizes up to 
1% in. straight shank, 40 per cent discount sit stock drills, 
50 per cent discount. High-speed drills, prices on applica- 
tion. 

Vacuum Goods.—All kinds of vacuum goods are in 
light demand. Supplies in jobbing and retail hands 
are comparatively small, and everybody seems to feel, 
therefore, that business will be better before long. 

We quote from jobbers’ stocks: Popular lines, in lots of 
one dozen or more, 25 and 10 per cent discount; in lots of 
less than one dozen add 5 per cent discount 


TWIN 

St. Paul Minneapolis, Jan. 23, 1919. 
{ past week has been a little more quiet than 
preceding ones, though trade, is better than was ex- 
pected. Just a year ago this week we had our first 
heatless Monday and the thermometer was well down in 
the tube. Now, we are enjoying a St. Louis brand of 
weather or from even farther South. Very unusual 
warm weather has been our share here for several days, 
and business begins to note the effect. Winter sports 
items are at a standstill and it is too early for spring 
goods to be interesting to the buying public. A few 
calls are being received for figures on plans; but build- 
ers hardware is not moving at present. Shops running 
tinning and furnace repairing work have evidently 
caught upon it and find themselves with leisure time. 

At a regular meeting of one of the retail hardware 
associations held this week the tone seemed optimistic 
with a good amount of caution about buying heavily on 
the present market. Opinion was divided as to the wis- 
dom of ordering spring stocks on the present basis. 

The mild weather has contributed to the sale of auto- 
accessories, as many are still driving who usually put 
up their cars early in the season. There has been just 
enough stormy weather to help the sale of skid chains, 
windshield cleaners, running board mats and items of a 
like nature. Tires have sold well too, as the present 
condition of the roads is extremely hard on tires. 

Price changes are very few for the past week. The 
decline of turpentine and linseed oil noted last week 
has not been recovered and some predictions are for still 
further declines as spring approaches. There are some 
rumors of advances on building papers but nothing 
definite has been put into effect. 

Cotton products show the first weakening in many 
months, string mops being quoted at a slightly lower 
figure. 

Axes.—There has been no change in the price of axes 
and sales are diminishing slightly compared to earlier 
in the season. 


and 


We quote from local jobbers’ stock Single bit base weight, 
axes at $13.75 to $14.50 per dozen; double bit base weights 
at $18 to $19 per dozen Sager handled single bit at $18.50 


per dozen; double bit at $23 per dozen Quaker City boys 
axes at $12 per dozen 
Ash Sifters.—Sales have been rather light this year, 


with call running almost entirely to the better or rotary 


type. There is no change in price. 

We quote from local jobber tocks Wood barrel ash 
sifter $5.75 per dozen; round metallic ash sifters, $8.75 per 
dozen; square wood ash sifters, $1.75 per dozen; Triumph 


rotary ash sifters, 

Building Paper.—While price was weak at the first of 
the year there is some signs of a recovery on it. Sales 
are still light but indications aye for a good business 
a little later on. 


$3.90 each 


We quote from local jobbing stocks: Barretts No. 2 tarred 
felt at $3 per cwt sSarrets stringed felt, 500-ft. roll, 36 in., 
at $2.54 per roll; 25 Ib. red rosin paper, S5c. per roll; 30 Ib 
red rosin paper, $1.02 per roll >> Ib. red rosin paper, $1.19 


per roll; 40 Ib. red rosin paper, $1.36 per roll 

Brads.—While calls for brads are still light there is 
being shown some interest in the price and orders are 
beginning to stragyle in. 
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‘Washers.—Further consignments of washers from the 
mills have been received locally since last reports and 


local stocks are in much better shape. The demand for 
washers continues of a hand-to-mouth order, but there 
is no sign of any price readjustments within the near 
future, at least. 

We quote from jobbers’ 
kegs, list plus 2c. per Ib. Smaller lots as follows: 
Ib., 3c. per Ib.; 50 to 99 Ib., 4c.; 25 to 40 Ib., 5¢.; 10 to 24 Ib 
be.; 1 to 9 ib., 7c. per lb.; malleable washers, 12c. per Ib 
cast washers, % in. and smaller, 6c. per Ib., and larger, 5« 

Wire Cloth.—While the demand for wire cloth is far 
from what the jobbers would like to see, it is, neverthe- 
less, a little better than it has been, and the trade is 
quite hopeful. 


stocks: Cut washers, in 200-ib 


100 to 19% 






We quote from jobbers’ lists: Black wire cloth, 12 mes} 
$2.65 per sq. ft., f.0.b, Boston. Terms, 60 days net; 2 per 
cent cash 10 days. Black wire cloth, 12 mesh, $2.55 per 
sq. ft., f.o.b. Pittsburgh. Silver wire cloth, 12 mesh, $3.10, 
f.o.b. Boston, and $3.05 per sq. ft., f.o.b. Pittsburgh Prices 


on bronze wire cloth are quoted on the same basis and under 
the same conditions as last season. In ordering goods fron 
the factory the Pittsburgh freight will be added to invoice 
when rendered. All orders for wire cloth taken to be subject 
for immediate shipment. 


Wire Screening.—Business in wire screening is limi 
ited to small amounts. Prices hold firm. 


We quote from jobbers’ stocks: 12 to 18 in. 


per 100 sq. ft.; 18 to 24 in., $5.25; 24-+to 48 in., 


screens 


$5.50 


CITIES 


We quote from local jobbing stock Brads in 25-Ib. boxe 
at 70 per cent List. 

Bolts.—The call is lighter for bolts at the present time 
than it was a few weeks ago, owing to the cessation of 
war work and the usual quiet at this season of the 
year. Stocks are being filled up by mill shipment back 
orders being more previous filled by the mills at the 
present time. 

We quote from local jobbers’ stocks: Small cartridge bolt 
at 50 per cent; large carriage at 20 per cent; small machine 
at 30-10 per cent; large machine at 25 per cent; lag or coacl 
screws at 30-10 per cent; stove bolts at 60 per cent, and tire 
bolts at 40-10 per cent 

Door Mats.—The unusual warm weather and frequent 
light snow has improved the sale of door mats to some 
extent. 

We quote from local jobbing stock: No, 1 cocoa door mat 
$10.25 per doz Nv. 2 cocon door mats, $14.25 per doz; No 

mit $18 per doz., No. 4 cocoa door mats, $22.51 
per doz Keystone flexible mats, 40 per cent discount; Ides 
mats, $5 per cent discount. 

Eaves Troughs, Conductor Pipes and Elbows.—While 
present sales are still light on this line of goods, some 
interest is being shown in it and some purchases art 
being made. 

We quote from.local jobbing stocks: Conductor pipes 
lots, not nested, at 55 per cent discount; single bead eave 
trough, 65 and 5 per cent in crate lots; elbows at 65 per ce) 
discount 

Files.—The market is steady on files and local stocks 
are being rounded out with mill shipments on back 
orders. 

We quote from local jobbers’ stocks: Nicholson fites at 4 
per cent, Riverside at 50-5 per cent, Royal at 60 per cent 
ind Areade at 50-5 per cent. 

Galvanized Ware.—The price put into effect a week 
or so ago is still good and the general market seems to 
be steady on this class of goods. Sales are running 
about on the same level in a retail way. 

We quote from local jobbers’ 
prices, all subject to 15 per cent 
»; 10-qt. galv. pails, $5.60; 12-qt. galv. pails, $6.15; 14-qt 

pails, $6.90; 16-qt. galv. pails, $8.35; 16-qt. mop pail 
1X-qt. mop pails, $12.20; 20-qt. mop pails, $13.90 
. tubs, $15; No. 1 galv. tubs, $16; No. 2 galv. tub 
galv. tubs, $21; No. 1 heavy, $18; No. 2 heav 
$20; No. 3 heavy, $23. 

Handles.—The market on handles still holds steady 
with somewhat better shipments coming in from th: 
factory. 

We quote from local jobbers’ 
dles, Gold Seal, $5.50 per dozen 
White Seal, $2.60 per dozen; 
$5.50 per dozen; wood choppers’ pail handles, $3.25 
dozen; carpenters’ adze handles, extra, $3.75 per dozen 


from Standard 


eocon doot 


crate 


stocks the following li 
discount: 8-qt. galv. pail 


stocks: Single bit axe | 
Red Seal, $3.75 per doze: 
broad axe handles, Blue S« 








1, $2.75 per dozen: railroad adze handles, extra, $3.75 yp. 
dozen No. 1 at $3.25 per dozen; sledge handles, Danis 
soone, 30-in., $3.75 per dozen; 36-in., $4 per dozen; extr 
s0-in., $2.75 per dozen; 36-in., $3.50 per dozen; No. 1, 30 


$2.25 per dozen; 36-in., $2.75 per dozen; railroad pict 

mattock, extra, $4.50 per dozen; No. 1, $4 per dozen; No 

$2.75 per dozen; Red Seal, $3.75 per dozen; adze eve han 
“r- 


mer, Daniel Boone, $1.75; Beauty, $1.25 per dozen: black 
smith hammer, Daniel Boone, 16-in., $1.75; 18-in., $2 p 
dozen; Beauty, 16-in., $1.25 per dozen; 18-in., $1.30 pe 
dozen; macihnists’ hammer, Daniel Boone, 14-in., $1.75 pe 
dozen; 16-in., $2 per dozen; 18-in., $2 per dozen; Beaut 
14-in. and 16-in., $1.25 per dozen; 18-in., $1.30 per doz 


D-handle shovel handles, spade handles, scoop handles, 1 
fork and hoe handles, 30 per cent from standard list 
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Lanterns.—There has been a slight reduction in the 
price of lanterns. Stocks are in fairly good condition 
with the local jobber. 

We quote from local jobbing stocks: Tubular 
lanterns at $11.50 per doz.; tubular short globe lanterns, 
$11.50 per doz.; tubular dash globe lanterns, $15 per doz 
Dietz Delight short globe, $12 per doz.; Dietz Wizard short 
globe, $11.35 per doz.; Dietz Victor short globe, $7.50 per 
doz.; Dietz No. 2 Blizzard globe, $11.35 per doz.; Dietz No. 2 
Blizzard dash globe, $17 per doz.; Dietz Buckeye dash globe, 
$10.15 per doz. 

Mops.—Cotton market shows some weakening in 
price and while this has not effected the local market 
as yet, there undoubtedly will be sooner or later some 
change toward the lessening of price. 


long globe 





We quote from local jobbing stocks: Royal American mop 
70c. per Ib. ; O. G. mops, 65c. per Ib.; Priscilla mops, 46c. per 
ib.; Eureka mops, 44c. per Ib. 


Nails.—The price is still holding steady with some 
improvement in sale. 


We quote from local jobbing stocks: Standard wire nails 
it $4.54 per keg base. Coated wire nails at $4.44 to $4.54 
per keg base. 


Nuts.—Sales have dropped considerably in the past 
several weeks owing to less machine work being done. 
The price still holds steady at old quotation. 


We quote from local jobbing stocks: Sq. in. machine serew 
nuts at 25 per cent; hexagon iron machine screw nuts, 25 
per cent; brass machine screw nuts, 15 per cent hexagon 
semi-finished nuts, 50 per cent; hot pressed sq. blank nut 
it $1; hot pressed sq. tap nuts, S0c.; hexagon blank nuts 
SO) hexagon tap nuts, 60c. from standard list 


Poultry Netting.—There has been no change in the 
price of poultry netting and there is some slight in- 
crease in sales. 

We quote from local jobbing stocks: 


Poultry netting at 4 


per cent discount from new list 

Registers.—Registers show a decline in price follow 
ing the manufacturers’ change in quotation. Sales are 
light as yet. 

We quote from local jobbing stocks: Black jananned regis 
tel it 40 per cent discount; black japanned registers face 
up to 14 x 14, 40 per cent; larger registers, 60 per cent 


Rope.—The low market still holds in this vicinity. 
Some dealers are making it a point to take advantage 
of the market by replenishing their stocks. 


We quote from local jobbers’ stock Best grade manila 
rope at 238c. per Ib. base; best grade isal rope at 622 per 
Ib. base; Swedish wire rope and Monitor hoisting at 5 per 
cent discount from list; plow steel rope at 20 per cent di 
count crucible steel at S's. per cent discount from standard 


list 
Sandpaper.—Sales are light at the present time with 
no change in price. 


We quote from local jobbing stock Klint paper at new list 
le » per cent Garnet paper at new list less 20 per cent 
Emery cloth at new list less 10 per cent 


Sash Cord.—The price is still holding steady with 
sales running’ light. 

We quote from local jobbing stock Commor ish 
68c. per Ib.; Silver Lake cord at 92c. per Ib 

Sash Weights.—Foundries are unable to take care of 


cord at 
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I‘ is estimated that at the present the steel busi- 
ness is running on the basis that new orders being 
booked by the mills are only about 50 per cent of out- 
put, and probably are less. In such a condition it is 
very easy to say that unless demand soon improves 
there will have to be a further general slowing down 
in operations of the mills, or else they will have to pile 
heavy stocks, which none of the mills would care to do 
at present very high costs. It now seems that it would 
be the policy of the large manufacturers of pig iron, 
steel and finished steel products to close down their 
plants rather than operate and pile up stocks. 

Already there are serious indications of unrest among 
labor. At one large electrical plant in the Pittsburgh 
district there has been trouble among employees over 
wages and working hours, and a large number have 
Stopped work. At one of the leading steel plants it is 
said preparations are being made to combat the possible 
Strike, but which it is hoped will be averted. The im- 
mediate outlook for the steel business is not reassuring, 
and there are reports of further reductions to come in 
prices on some lines of steel products, notably tubular 
goods, but these reports have not yet been verified and 
are believed to be largely untrue. There is a good deal 
of foreign inquiry for finished steel products, but only a 
relatively small amount of new business is being placed. 
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all orders on sash weights now and price is holding 
strong as yet. Sales are light. 
_ We quote from local jobbing stocks: Cast iron sash weight 
in regular sizes at $2.75 per 100 Ib. 

Solder.—There has been a decline in price on solder 
with sales running only fair. 

We quote from local jobbing stocks: 


Strictly half ind half 


older at 46c. per Ib warranted half and half solder at 50¢ 
per Ib wire solder at 52c. per Ib. 
Steel Sheets.—Sales are beginning to show some 


slight improvement with price still at 
We quote from lo« 
$6.44 per cwt 


Steel Game Traps. 


old quotation. 
al jobbing stocks 28-ga. blac heets at 
28-ga. galvanized at $7.79 per cwt 


Sales have dropped considerably, 





both in the wholesale and retail way. 

We quote from local jobbing tock Victor No. 0 trap 
$1.40 per doz Victor No. 1 traps, $1.65 pe do Victor No 
1'4 traps, $2.38 per doz Victor No, 2 trap i per do 
Newhouse No. 0 traps, $3.09 per doz Newl ise 1 tray 
$3.63 per doz Newhouse No, 114 trap $5.44 per doz Ne 
house, No traps, $8.04 per doz 

Staples.—Sales are beginning to show some slight 
improvement in this line. 

We quote from local jobbing stocl Polishes tuple $4.00 
per 100 Ib.; galvanized stapl $5.29 per 100 Ib 


Screws.—There is no change in the price of screws 
and sales are rather light. 


We quote from local jobbing  stoch Flat head br 
crews, 67'1%-10 per cent: round head blued screw 6254 per 
cent flat head bra crews 10 per cent round head bras 
crew s7'y per cent regular cap screw 10) per ent et 
Crew 0 per cent: iron machine serew 60 per cent, bra 
machine serew 7) per cent from standard list 


Tinware.—Tinware has taken a decline in price in the 
past several weeks. Sales are running very light from 
jobbers or retailers. 

We quote 
cent discount 

Tacks.—There is no change in the tack market. Mill 
shipments are coming through more freely than for 
several months and back order ng filled up 

We jobbing stocl Upholstere: tach it 
list plu 

Tin Plate.—The prices quoted last week are 
ing with sales running light. 

We quote from local jobbins ton Ile (‘it ( b 


ne 20 % S tin, at $21 per box: Ideal Br t " 
tin, at 


Wire.—There 


from local 
from list 


jobbing stocl Tinware at 


are be 
quote from local 


10 per cent 


still hold 


ont 


ine i) x 4 per bow 
is little call for wire as yet either in 


steady, ‘retailers 


plain or galvanized. The price i are 
not filling in their stocks very heavily. 

We quote from local jobbing toc] Blael rene ed 
it $4 per 100 Ib.; galvanized annealed wit t $4.9 
100 Ib painted Glidden cattle wire SO-rod poo SO.e Per 

| galvanized Glidden cattle wire ‘Oo rod spoo ‘ 0 per 

pool: painted Glidden hog t $4.02 per spoo ilvanized 
Glidden hog wire, $4.60 per spool 

Wire Goods.—Sales are somewhat light at the pres 


ent time and jobbers generally are selling very little 
of this line. ‘ 


We quote from local fobbing stoel Bright wire good 
hope t discount 


Standard List 


URGH 


Recently the mills took 4000 tons of plates ‘for ship 
ment to Holland and 30,000 tons stacked on the Pacific 
coast have been released for shipment to Japan. How 
ever, it is claimed our export business in iron and steel 
products cannot be very large while present ocean 
freights are so much against us and in favor of Eng 
land. It is said that on the item of plates alone Eng 
land has an advantage over the United States of fully 
$20 per ton in ocean freights. One way out of this 
that may be utilized will be to send the raw material to 
Kngland in the form of pig iron or steel blooms and 
allow the finished product to be rolled by the mill 
in that country. 

Prices generally 
kinds of products. 
remove restrictions on prices of coal and coke, and the 
market on these two products has gone off to a larg: 
extent. The demand for steam coal is very dull, and it 
is being offered at much lower prices, but without find 
ing buyers. In the sheets, tin plate, tubular goods and 
several other lines of finished steel products mills are 
operating to from 60 to 70 per cent of capacity, but it 
is very doubtful if this rate can be maintained. There 
has been a reduction of $4 a ton in rivets, and reports 
are prices on nuts and bolts are none too firm. The 
heaviest decline in prices has taken place in scrap, 
which on some grades have gone off from $8 to $10 
per ton. In December heavy steel melting scrap used 
in open-hearth furnaces sold as high as $29 per 


bra wire poor it 70-1 per cent 


thi 


Government 


applies to all 
will 


seem weak, and 
On Feb. 1 the 


ton, 
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Pittsburgh, but it is going begging now at $17 without 
finding buyers. 

A fair amount of new work is coming up, but the 
high costs of labor and steel are holding back a good 
deal more. At Cleveland, Ohio, the long-projected 
Union Depot and Terminal projects have finally been 
put through, and this will require 100,000 tons of steel 
or more, but probably distributed over a period of two 
or three years. There has been a very large inquiry 
for line pipe for gas and oil lines, and prospects for this 
branch of the trade are reported very good for this 
year. 

Conditions in the hardware trade are largely identical 
to those in the heavy steel trade, and with prices ruling 
none too strong. While it is probably a very good thing 
to be optimistic, at the same time it is well to recognize 
things as they actually exist, and just now the outlook 
for business is not very favorable. On some lines, not- 
ably chain, rivets and burrs, and several other products, 
prices have been voluntarily reduced by the manufac- 
turers 10 per cent or more. There is some cutting in 
prices on plain wire, which, it is claimed, is being sold 
by one mill at 20c. per 100 lb. less than the price of wire 
nails. Under these conditions, neither jobbers nor re- 
tailers are likely to buy new goods very freely, but on 
the contrary will place orders only as their immediate 
needs demand. Collections are reported good, but the 
volume of business in the hardware trade just now is 
less than anticipated. 

Automobile Supplies.—It is expected that within 60 
or not over 90 days the pleasure automobile trade will 
again be in full swing. Jobbers and retailers that carry 
automobile supplies as one of their important lines are 
expecting a very heavy business. The demand is al- 
ready reported fair, although the pleasure car trade will 
not start before April or May. Prices are reported 
fairly strong, but on some heavy lines, notably chains, 
it would not be surprising that slightly lower prices 
than are ruling now would be named by some makers. 

Coal Hods.—Local jobbers report that makers of these 
goods have reduced prices about 10 per cent. Orders 
held up in shipment on account of the war are now 
being sent out very promptly, and stocks of jobbers are 
again complete. 

Nuts and Bolts——A fair amount of new business is 
being placed, but jobbers and the retail trade are buy- 
ing only in such quantities as immediate demands re- 
quire. It will be recalled that makers of nuts and bolts 
did not reduce prices when the general cut was made on 
Jan. 1, claiming that prices while under Government 
supervision were very low. Prices on scrap made by 
nut and bolt makers have gone off very much, in some 
cases $2 per ton or more, and this is serving to cut 
down the profits of nut and bolt makers. Discounts 
named by the makers to the jobbing trade in carloads 
and larger lots, on which jobbers charge the usual ad- 
vances to the small trade, are as follows: 

Machine bolts, h.p. nuts, % x 4 in.; smaller and shorter 
roll threads, 50-10-5; cut threads, 50-5 per cent; larger and 
longer sizes, 40-10 per cent; machine bolts, c.p.c. and t. nuts, 
% x 4 in., smaller and shorter, 40-10 per cent; larger and 
longer, 35-5 per cent; carriage bolts, % x 6 in., smaller and 
shorter roll threads, per cent; cut threads, 40-10-5 per 
cent; larger and longer sizes, 40 per cent; lag bolts, 50-10 per 
cent; plow bolts, Nos. 1, 2, 3, 50 per cent; hot pressed nuts, 
square blank, 2.50c. per Ib.; hot pressed nuts, hexagon, blank, 
2.30c. per lb.; hot pressed nuts, square tapped, 2.30c. per Ib. ; 
hot pressed nuts, hexagon, tapped, 2.10c. per lb.; ¢.p.c. and t. 


veo 







square and hexagon nuts, blank, 2 ec. per lb.; @.p.c. and t. 
square and hexagon nuts, tapped, 2c. per lb.; semi-finished 
hexagon nuts, % in. and larger, 60-10-10 per cent; 9/16 in. 


and smaller, 70-5 per cent; stove bolts, 70-10 per cent; stove 
bolts, 24% per cent extra for bulk; tire bolts, 50-10-5 per 
cent; large rivets, structural and ship, $4.40 base; boiler riv- 


ets, $4.50 base; 7/16 x 6 in. smaller and shorter rivets, 50-10 


per cent. Also prices carry standard extras, and are for 
delivery f.o.b. Chicago. 
Carriage bolts, small sizes, 40 per cent; large, 20 and 5 


per cent. Machine bolts, 40 and 10 per cent; large, 25 and 5 






per cent. Bolt ends, 25 and 5 per cent. Lag screws, 40 per 
cent. Large rivets 5.50 base; 7/16 in. and smaller, 40 per 
cent off list. Nuts square, tapped, $1.05 off list; hexagon, 


tapped, hot punched, Soc. off list. 
Iron and Steel Bars.—There is nothing new to report 
in the iron and steel bar trade. The demand is only 
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fair, and specifications against contracts from imple- 
ment makers and other large users of steel bars are not 
very heavy. The large decline in prices of scrap has 
unsettled conditions in the iron bar trade to some ex. 
tent. Prices to the small trade are more or less irreg- 
ular. 

We quote steel bars at 2.70c. at mill in large lots. 

We quote common merchant iron per 100 Ib. at $3.25 for 
base sizes, bar iron made from all selected scrap, at $4 per 
100 lb. for base sizes, and refined iron at $4.50 per 100 Ib, 
for base sizes. These prices subject to the extras for size, 
quantity, ete., as established by the American Iron and Stee] 
Institute. 

Sheets.—Operations among the sheet mills are hold- 
ing up very well, but it is a question whether the pres- 
ent 60 to 70 per cent rate of operations can be main- 
tained for more than a month or two unless the new 
demand shows more betterment. It is a fact, however, 
that actual orders entered by the independent sheet 
mills in the three weeks of January show an increase 
of about 10 per cent over the same period in December. 
No orders whatever are being placed by the government, 
and all shipments being made now by the mills are for 
commercial needs. Prices are reported as being firmly 
held up here, but some shading is being done by jobbers 
to move out stocks. 

The new base price for No. 10 blue annealed sheets ig 
3.90¢c., While the base price for black sheets is 4.70¢c., and for 
galvanized sheets 6.05c., f.o.b. Pittsburgh or Youngstown 
mill. Production of sheets is increasing, the leading interest 
now operating at about 70 per cent of capacity, while inde- 
pendent mills are doing even better than this. There is a 
fairly good supply of Bessemer sheet bars and deliveries of 
sessemer sheets can be had in from four to eight weeks 

Tin Plate.—As yet none of the large users of tin plate 
has made contracts for their supply this year, all large 
consumers having carried heavy stocks from last year 
which will take some time to work up. However, speci- 
fications against these contracts are coming in at a very 
fair rate. Last week a leading can maker specified for 
a very large quantity of tin plate, which will take sev- 
eral weeks to complete. The rate of operation among 
tin plate mills is better and is averaging from 60 to 70 
per cent. Prices to the large trade are given below, 
the usual advances to small buyers being charged. 

We quote tin plate in large lots at $7.35 
Pittsburgh. 

New prices on terne plate, effective Jan. 1, are 


base box, f.o.b. 


as follows 


ee PE ee OE eee EE ee Ty ee ee ee $14.50 
a PRR TT ener yi err x cee eee Oe ee 14.80 
SO Mrs 5 6-0 hae oD THO6S SEED ODARE SCC OER OC RSCORERES 16.50 
DES Nara: oct mie hh bp ea’ ate ink ocae bee ae Wie Siena ee wee ee 17.50 
REF AS 6 ein 5'5"S.6'5 Ge aie 36 mete Nace Barakeh ee AFCO a Es 18.75 
RNS TD 54's nid abe oF We AO RA Se EME ne & Kw oreo 20.00 
og ee OPT OTT ee ETT oS CT ToT Tere 21.00 
DMT sais. acne are nas wi Oe baie Rie ed oo ee aie eee 22.00 
PN Ee wae ne nik heed Hs se APRA SEG COTAER ERED RS 20.00 


All f.o.b. Pittsburgh. 


Wire Products.—Reports are that the government has 
on hand upward of 800,000 kegs of wire nails, either in 
stock in its warehouses or housed by the mills subject 
to government order. Just how these heavy stocks of 
nails are to be worked off is a question that is giving 
the trade a good deal of concern. One plan has been 
put forward to allow the government to include one 
keg of its nails in each three kegs of orders entered by 
the mills. Prices on bright basic wire are more or less 
uneven, and it is said one mill is offering this product 
at less than the price of wire nails, in spite of the fact 
that the operation of sawing the wire into wire nails 
is a costly one. The new demand for wire and wire 
nails is only fair and there will have to be a slowing 
down in operations among some of the mills un!ess 
orders soon increase. Mill prices for carloads and 
larger lots are as follows: 

Wire nails, $3.50 base per keg; galvanized, 1 in. and longer, 
including large-head barb roofing nails, taking an advance 
over this price of $2, and shorter than 1 in., $2.50. Bright 
basie wire, $3.35 per 100 lb. ; annealed fence wire, Nos. 6 to 9, 
$3.25; galvanized wire, $3.95; galvanized barb wire and 
fence staples, $4.85; painted barb wire, $3.65; polished fence 
Staples, $3.85; cement-coated nails, $3.40 base; these prices 
being subject to the usual advances for the smaller trade, all 
f.o.b. Pittsburgh, freight added to point of delivery, terms 
60 days net less 2 per cent off for cash in 10 days. Discounts 
on woven-wire fencing are 47 per cent off list for carload 
lots, 46 per cent for 1000-rod lots, and 45 per cent off for 
small lots, f.o.b. Pittsburgh. 





CLEVELAND 


OFFICE OF HARDWARE AGE, 
Cleveland, Ohio, Jan. 28, 1919. 
HE retail hardware trade has been rather quiet the 
past week or two. Stores in the outlying districts 
generally report business dull, but sales are keeping 
up well with the downtown retailers. Merchants at- 
tribute the rather limited buying almost entirely to 
the unseasonable weather. The temperature has been 








far above normal and, in fact, there has been very 
little winter weather so far this season, and as a result 
there has been little call for seasonable goods. 
Retailers continue to buy only in small lots for early 
requirements, and are reducing their stocks as much as 
possible, but at the same time carrying a well selected 
assortment of goods, so that they are able to meet the 
demands of the trade. Jobbers are receiving orders 0 
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good volume, but they are most all for small lots of 
goods. Traveling salesmen for the jobbing houses have 
been out on the road during the past week or two and 
are sending in considerable business in the way of small 
lot orders. 

Quite a few price changes occurred during the week, 
but these are for the most part on minor items. Job- 
bers are following the same policy as the retailers and 
are buying very sparingly and are cleaning up their 
stocks. It is a matter of considerable gratification 
both to the jobbing and retail trade that there has not 
been a sharp slump in prices, but the downward move- 
ment is coming so slowly that they are able to work 
off their goods without serious loss. Price reductions 
are not being entirely confined to reductions made by 
manufacturers. At least one jobber has made reduc- 
tions amounting to approximately 10 per cent. on a 
large number of items, irrespective of any reduction 
that may be made by manufacturers. It is explained 
that this additional amount was added to many items 
in the jobbers’ stock during the war-time period when 
conditions resulted in considerable increase in the cost 
of doing business. This increased cost was made up 
of various items, such as trips to factories to secure 
goods and hurry-up deliveries, express charges in place 
of freight, etc. 

Some hardware manufacturers in direct sales to re- 
tailers are guaranteeing prices on goods for delivery 
up to July 1. Some resale goods made for the Govern- 
ment are coming on the market at low prices. For ex- 
ample, in the past few days a large quantity of 32 gal. 
corrugated ash cans have been offered at $3.50 each, as 
compared with the regular prices of $5.75, and 12 qt. 
galvanized pails are being offered at $4.95 a doz., as 
compared with the regular price of $6.80. The manu- 
facturers offering these goods claim they had been 
made for the Government, but were rejected. 

Aluminum Ware.—Manufacturers of aluminum ware 
announce that they expect shortly to be able to supply 
the full demands of the trade. Little aluminum ware 
was available during the latter part of the war and 
stocks are very low. 

Automobile Tires and Accessories.—Owing to the 
mild weather, the demand for automobile supplies has 
been better than normal for this season of the year. 
Jobbing houses, however, report business in these lines 
rather quiet. Retailers generally are not buying tires 
or other supplies for spring delivery because they think 
that prices may go lower. However, the trade feels 
that a price decline on tires is ndt probable before July. 

Axes.—The supply of axes is still very scarce and 
dealers are not catching up very fast on back orders, 
although deliveries are improving a little. 

Barbed Wire.—The barbed wire market is quiet and 
prices are unchanged. The supply is plentiful. 

Jobbers quote 80-rod spools at $5.12 for 4-point hog wire, 
$4.70 for 4-point cattle wire, and $3.40 for 2-point American 
special hog wire. 

Bolts and Nuts.—The bolt and nut market is firm, but 
the demand is not active. Prices are unchanged. Job- 
bers’ prices are as follows: 

Machine bolts, h.p. nuts, % x 4 in., smaller and shorter, 


rolled threads, 40-10 cut threads, 40; larger and longer, 
20-21%: carriage bolts, % x 6 in., smaller and shorter rolled 
threads, 40: cut threads, 35; larger and longer sizes, 20-5 


lag bolts, 40; stove bolts, 60-10; 7/16 x 6 in., smaller and 
shorter rivets, 40. 

Carpet Sweepers.—A price reduction of $1.50 to $2 
per doz. has been made on the Bissell line of carpet 
sweepers. The supply is plentiful. 

Chalk Lines. A price advance of 10 per cent has been 
made on cotton chalk lines. 

Coal Chutes.—Prices on coal chutes have been marked 
down 10c. per ft. Steel chutes are now quoted by job- 
bers at $1 per ft. and galvanized chutes at $1.20 per ft. 

Copper Nails and Tacks.—A decline of 5c. per Ib. is 
noted in the price of copper nails and tacks, which are 
now quoted by the jobbers at 50c. per lb. 

Copper Rivets and Burrs.—Prices on copper rivets 
and burrs have declined 2c. a lb. and jobbers now quote 
these for No. 8 at 45c. per lb. 

Copper Sheets.—Copper sheets have declined 5c. a 
“9 = are now quoted by the jobbing trade at 33c. per 
)». Dase, 

Drills.—There is a fairly active demand for bit stock 
drills and shipments from manufacturers are still very 
slow. Stocks are low because of inability to secure 
shipments during the past few months. 

Eave Trough and Conductor Pipe.—Price on eave 
trough and conductor pipe have been reduced, the re- 
duction practically corresponding to the decline in the 
= of galvanized sheets. The demand at present is 
ight, 

Floor Registers.—Prices on floor registers have de- 
clined about 20 per cent. While there is little activity 
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at present, a good demand during the building season 
is looked for. 

Garden Tools.—Jobbers have good stocks of garden 
tools and a large share of orders for the spring trade 
have already been shipped. The retail trade purchased 
rather conservatively, and jobbers look for a good 
volume of quick shipment orders during the spring. 

Glass Cooking Ware.—There is a heavy demand for 
Pyrex glass ware and jobbers are getting orders faster 
than they can secure the stock. Deliveries have im- 
proved and it is expected that the situation will further 
ease up so that fairly prompt shipments can be made. 

Hammers.—Some manufacturers of hammers an- 
nounce a price advance of 10 per cent. The demand is 
light and the supply plentiful. 

Hearth Goods.—Jobbers are now taking orders for 
hearth goods, spark guards and fenders for next fall's 
delivery. Prices are about the same as a year ago. 

Horse Shoes.—Horse shoes are moving very slowly, 
weather conditions not being favorable to a heavy de- 
mand. 

Jobbers quote horse shoes at $7 per keg 

Incubators.—Retailers who specialize in the incubator 
business are already getting orders for incubators for 
use during the early spring and the outlook for a heavy 
demand is very promising. It is expected that there 
will be a sufficient supply to meet the demands. 

Iron Sinks.—Prices on cast iron sinks have been ad- 
vanced about 10 per cent. 

Jobbers quote iron sinks at $2.75 for an 18 x 30 in. size 

Lanterns.—Prices on lanterns for the next fall trade 
have been made and are about 10 per cent lower than 
those prevailing a year ago. Dealers are placing orders 
quite freely. Stocks on jobbers’ and retailers’ hands 
are now very low. 

Nails and Wire.—The demand for both nails and wire 
is rather light. Jobbers now have good stocks and the 
retail trade is not stocking up to any extent. Prices 
are unchanged. Jobbers’ prices for less than carload 
lots are as follows: 

Wire nails, $4.18 per keg; galvanized wire, $5.12 per 100 


Ib.; No. 9 annealed wire, $4.42 per 100 Ib cement coated 
nails, $4.07 per 100 Ib 





Oil Cook Stoves.—Jobbers are now taking orders for 
oil cook stoves for spring delivery, for which there is a 
good demand. Stocks are plentiful. 

Poultry Netting and Wire Cloth.—Retailers have gen 
erally covered for their requirements in poultry netting 
and wire cloth for the spring, and this is now being 
shipped. At present there is little demand. 

Refined Iron.—The price of Wood’s refined iron for 
stove pipe and elbows has been marked down by job 
bers from 7.42c. to 7.22c. per Ib. . 

Refrigerators.—Jobbers are now booking orders for 
refrigerators for spring shipment on which prices are 
being named, which are about 20 per cent. higher than 
those that prevailed last season. As_ refrigerator 
manufacturers were compelled to purchase their raw 
material when the high prices were prevailing, the 
trade does not look for any price reduction during the 
coming season. 

Rope. There is a fair demand for rope for spring 
shipment. No price change has occurred since the re- 
cent decline. 

Jobbers quote Manila rope at 22ec. per Ib. base 

Rubber Roofing.—A further decline is noted on the 
price of rubber roofing. One price reduction of 15c. per 
roll was recently made and this has been followed by 
further reductions of 10c. and then 5c. per roll on some 
brands. The demand is light, as the trade seems 
doubtful whether bottom prices have been reached. 
Contracts taken at prices recently prevailing are being 
readjusted to the new basis. 

Sheets.—The call for sheets is light. Jobbers can 
get quick shipments from the mills and have stocks 
sufficient to supply the demand. While jobbers are 
apparently generally maintaining prices, there are re- 
ports that some jobbing houses are selling lower than 
regular quotations and are not maintaining the regular 
differential of $1.25 per 100 lbs. 

Jobbers quote prices as follows No. 28 black, 6.12c. per 
Ib.; No. 28 galvanized, 7.40c. per Ib 

Shovels and Scoops.—Prices on shovels and scoops 
have been marked down from 50 to 75c. per doz. Job- 
bers have good stocks, but the demand is not active at 
present, as orders were taken some time ago for spring 
shipment and these are now being filled. 

Sleds and Skates.—Retailers will probably have to 
carry over good-sized stocks of sleds owing to the fact 
that there has been very little demand this season on 
account of the absence of snow. The mild weather has 
also interfered to a considerable extent with the de- 
mand for skates: However, this demand locally has 
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been somewhat better recently owing to the opening 
up of a skating rink which until a few weeks ago was 
diverted to Government uses for training purposes. 

Soldering Copper.—Soldering copper has declined 5c. 
a |b. and is now quoted by jobbers at 45c. per lb. 

Steel Bars.—The demand for steel bars is very light. 
Jobbers have so far been unable to fill up their stocks, 
although shipments have improved. 

Jobbers steel bars at $3.87. 

Stove Pipe and Elbows.—Jobbers are now taking 
orders for stove pipe and elbows for next fall’s delivery 
and the demand is good. As prices have not been fixed, 
these orders are being taken subject to prices to be 
named later. 

Stove Pipe Dampers. 


quote 


Prices on stove pipe dampers 


Hardware Age 





have declined 10 per cent. The demand is steady. 

Trucks.—Prices on hand trucks for warehouse and 
factory use have been advanced about 10 per cent. 

Twist Drills—One of the leading manufacturers of 
tool steel recently reduced its price from $2 to $1.50 a 
lb., and other makers made a 10c. a lb. reduction, 
However, manufacturers of twist drills announce that 
there will be no reduction in their prices. 

Washing Machines.—There is a steady demand for 
electric and water power washing machines and a price 
advance of 5 per cent has been made on a number of 
lines. 

Wood Handles.—The demand for wood handles is 
only moderate and dealers now have fairly good stocks 
Prices are unchanged. 








TRADE CONDITIONS IN 
Paints, Oils and Colors 








Paint material prices as quoted in New York January 25 


Animal, Fish and Vege- Cobalt, Oxide ..# M 1.60@ 1.65 





ble Oils— Whiting ....... # 100 D 
tabi Commercial ....... 1.25@ 
Linseed, Raw, Carload SS eae 1.30@1.3% 
Serer, Bx. Giidere ..ccsee 1.35@1.50 
City, five-bbl. lots» 
and over ... -$1.48@ Patty, Commercial— 

Out-of-town, — five-bbi. ys 
lots and over $1.45@ 100 ™ 
Boiled, 2¢ @ gal. advance on 4... Serer. $3.10@ 
Raw. In 1 ™. to 5 M™. tins.$4.70@6.10 

ard, Prime Winter 2.10@4 
Extra No. 1... 1.25a . _ = 
No. 1 : 1 204 Spirits—Turpentine 

Cotton seed, Crude, ) 

f.o.b. mill ......17%@ 5 VRE aap RiA Tih er. . 
Yellow Summer ? , 

Prime, bbl. .....21 @22 : 

Fallow, Acidles 1.15 Gum Shellac— 

Menhaden Y m. 
Northern Crude 1.10@ Diamond F w.wiccecsas nominal 
Southern f.o.b. Fac Fine Orange . : Of @ 67 

tory 1.00@ \ ( Crurnet fa ot 
Light Pressed 1.154 eee ari 7s @iy 
Yellow Bleached 1.20@ Second Orange 58 @é62 
White Bleached Kala Button - nominal 

Winter ie 1.30@ ye. i a 

Oocoanut Ceylon do Wo ae Dicer aecaccu cee ee 
mestic tanks, per Ib. .127%@138 

Cochin Imported, spot. ...nominal Colors in Otl— 

Domestic bbl 17 fa 

Cod Domestic Prime nominal 

Newfoundland ..1.20@ Black Lamp eee 

Corn Refined, bbl Wa Black, Coach, Japan 

Porpe a hods Kim nomnine Black in ojl........ 

Bites a tl Sela nae Drop Black ........ 2 

Le denaturec seaaaaars Blue Chinese ....... 1.30@1.60 

ar aa 1.456 Blue Prussian reer. Ute 

be pressed | Se ee ae ab a Blue, Ultramarine ....45 @60 

Palm, Lagos, apot per ». 22a Brown Vandyke .....25 @35 

Soya sean = mehn 131%4@141 French Ochre .... 15 @16 
rian, spot, Ib.. 72 Green, Chrome, Pure..70 @75 

Green, Paris ........ 60 @Th 
Miscellaneous— Indian Red 2065.00 24 @26 
° Venetian Red .......15 @18 

Barytes: : 

4 Sienna, Burnt ....... 26 @2Rk 
White, Foreign, Umber, Raw ...... 25 @27 
D v ae gdh de paeirees nominal Umber, Burnt .......25 @27 

jomestic, petme, Chrome Yellow .. 28 @45 

white floated, . m z 

f.o.b. works , 

gaia as A «: 32.00@34.00 =e and Hed Lead, 
Off color, in bags aoe 

fs.) ere 22.00@ 24.00 ; Cenrm YPM 

Ohalhk, English ..# ton nominal Lead American White ; 
French .......@ ton nominal Dry Hants 

@hina Clay, Imported In Oil White, iexs trot 

# ton 20.00@40.00 70000 per 
Domestic ........ 15.00 @22.50 mo nN 0d 
Y 
CHICAGO 
Office of HARDWARE AGE 
Chicago, Jan. 22, 1919 


“THE sale of small package goods continues very fair, 
| but the paint business in general is very quiet. 
Dealers are holding off placing their orders, because 
of the uncertainty of the construction work. There are 
a lot of figures being taken, but very little work going 
ahead. The government has lifted all restrictions, even 
to the size of containers. The size of the containers 
now is left entirely in the hands of the manufacturer. 
While it is reasonable to expect that there will be 
several sizes added to the container schedule, it will be 
a long time before they go back to a pre-war basis. 
Brushes.—Very few orders are being placed for 
brushes for future delivery. If is very evident that the 
trade is expecting a revision in price shortly. Both 


manufacturers and jobbers have ample stocks on hand 
to meet all requirements. 

Mixed Paints.—Orders for mixed paints show a slight 
improvement over last week; however, there will be no 
large business placed until the market becomes firm or 
the demand increases. 


The decline in the price of lin- 





500 ™m. up to Blue, Ultramarine ...12 @50 
2000 Ib., per trown, Spanish, high 
100 Ib. $11.70 @ grades, per ton... .24.00@— 
2000 TD. up to Brown, Spanish low 
10,000 T, per BPAGOS . ww ccecceee 16.00@— 
100 Ib... $11.41 @ Carmine, No, 40, bulk. 5.50@6.00 


10,000 Ib. up to Green, Chrome, ordinary 
30.000 Ib., per 8 @15 
100 Ib ..$11.00 @ Green, Chrome, pure..389 @45 
Carload, mint Metallic Paint, ® ton, 
mum, 15 tons BOOWR ss orccrens 24.00@32.00 
per 100 Ib...$10.88 @ Red ............-24.00@30.00 
Lithucge, American, Ochre, Medium, # ton, 
powdered, Steel 30.00 @60.00 
Kegs, per 100 American, Golden, ® ID. 
Ib $13.00 @ 5 @10 
500 Ib. up to Zod Foreign, Golden, ® wh. 
iD $11.70 @ 5 @10 
2000 ib up t SO eee nomina) 
10.000 Ib $11.41 @ (range, Mineral, English... pomina) 
O00 tb. up ote French dat os nominal 
20.000 Tb., per American 13', @14\ 
100 $11.00 @ Kea todian 
Cartoad. minimun American @ 100 Ib.16  @I1& 
1 tons $10.88 @ Bed, TUUCee: cc ncs es 22. @30 
Ree Ve 24 
Zine, Dry— i oA p — dines a ae ¢ 
wD. tose ink eee @'s 
Red Seal (French proc.) Sienna, Italian, burat 
12 @12% and powdered .... @is 
Green S}. (Freneb proc.) Burnt, lump ...... 4 @ 6 
12% @12%, Italiano Raw, pow ne 
wy . * dere .. 6% @12 
White SI. (French proc.) fered . an a 
American, Ruaew Stata 


8a 1s 


American Process American Burnt and 


Powdered 2%@ 4 


5 p. c. lead sulphate, Tale. French ..... ....nomipas 
9% aay American.per ton $20.00@40.00 
10 p lead sulphate. ..8% @0 NEE 603 6-5-6.vicwesines nominal 
2U yn ce, dead sulphate, Terra Alba. 
a5 = Ipt @9% French ..... 8 100 Ib. nominal 
35 p. ec. lead sulp wen English ; “P 100 Ib. nominal 
2@s% American, ® 100 ib. No. 1 
Dry Colors— 1.25@— 
ym American, ® 100 Ib. No. 2 
Black, Curbon Gas...16 @40 1.00@— 
Blavk, Bume .....5e06 5%e@iz Umber, Turkey. Burnt 
Black, Drop ...cces. 5%@li and Powdered 5144@ 7 
Black. Lamp cscske GAS Kaw and powdered... ..aominal 
Black, Ivory ........ 16 @30 Burnt, American 8%@ 4 
Mineral Blacks, Y ton, Raw lumps ......e.-- nominal 
85.00 @45.00 deere 5a 8@ 3% 
Blue, Celestial re) M2 Yellow, Chrome Pure.28 @u 
Blue. Chinese nO a Oxide Red, powdered, 
Blue, Prussian, Domestic, Co ) ane 3%@ 4% 
Ww a1. 00 Vermilion, Quick Silver. 
Blne. Prussian Foreign nominal Serer 2.00@2.16 
Rin Soluble OB alo Chinese nominal 


a change in the price of 


seed oil may bring about 
paints. 

We quote to retailers, f.o.b. Chicago: No. 1 house paint $3 
ver gal ©, 2, $2.50 per gal No. 3, $1.80 per gal 


Linseed Oil.—Price on both raw and boiled linseed 
o'l declined 1le. per gallon last week. This decline was 
expected, as the domestic flaxseed market has been 
easing off for quite some time. The demand for linseed 
oil is only fair and stocks are ample to meet all require- 
ments. 


We quote to retailers, f.o.b. Chicago: Strictly pure linseed 
oil, in barrels, raw, $1.66 per gal boiled, $1.68 per gal 
Terms 30 days net, or less le. per gal. if paid within ten 


days from date of invoice 

Turpentine.—Price on turpentine took another ad- 
vance of 1c. per gallon. There is apparently no reason 
for this advance, as the demand is very limited and 
stocks are fair. 

We quote to retailers, f.0.b. Chicago: 
tine, in barrels, 92c. per gallon. 

Denatured Alcohol.—Price on denatured alcohol de- 
clined 6c. per gallon. The demand has not been as 
heavy during the past week, as the large sales were 
being made to automobile owners, and the milder 


Strictly pure turpen 
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weather does not make it imperative that they use as 
much alcohol in the radiators. 

We quote from jobbers’ stocks, f.o.b. Chicago: 180-deg 
denatured alcohol, in barrels, 62c. per gal.; 5 and 10 gal 
cans, 20c. higher; 1 gal. cans, 25c. higher. All prices include 
sontainers. Where sold in bulk, in less than barrels, the price 
is 10c. higher than the barrel price, with an extra charge for 
the containers, 

White Lead.—Last week the price on white lead took 
a sympathetic decline on account of the price of oil. 
It also was influenced by the reduction of 1c. per pound 
on the pig lead price. The demand is limited and stocks 
are good. 


We quote to retailers, f.o.b. Chicago: 100-Ib. kegs. per Ib 
13c. in quantity, single kegs, $13; 50-lb. kegs, per Ib., 13 \4« 
in quantity; single kegs, $6.75; 25-lb. kegs, per Ib., 134 ce. in 


juantity; single kegs, $3.45; 12%-lb. kegs, per Ib., 1344c 
in quantity; single kegs, $1.85 (500-lb. lots or more, '4« 
ib. less). 

Shellac.—The situation in regard to shellac is the 
same as last reported. Sales are very limited and prices 
are unchanged. 

We quote to retailers, f.o.b. Chicago: Pure white shellac 
(4-lb. goods), in gallon cans, $3.35 per gal pure orange 
shellac (4-lb. goods), in gallon cans, $3.15 per gal 

Dry Colors.—The dry color market has not been very 
active during the last week and prices are the same as 
last reported. There are very few foreign goods being 
shipped into this market and dealers will have to con- 
tent themselves with American colors for some time to 
come. 

We quote to retailers, f.o.b. Chicago English Venetian 
red, in barrels, 0 to $4 per bbl guilders’ whiting, in 
barrels (barrels, 50c. each), $2 to $2.75 per bbl plaster of 
paris, New York, in barrels, $4 per bbl 


BOSTON 


Office of HARDWARE AGE 
Boston, Jan. 25, 1919 





HE New England paint market continues quiet and 

indications are it will continue so for some weeks, 
at least. Some of the big interests say that business 
will not improve until construction becomes on a liberal 
scale. They feel that the building of homes and larger 
things is bound to come sooner or later, but nobody 
seems to have any idea when the construction movement 
will start. A bill has been introduced in the Massachu 
setts legislature which provides that anybody who puts 
up a house prior to Dec. 21, next, will not have to pay 
any taxes on the property for five years. The idea i 
that the cost of building with .five years of taxes de 
lucted will be brqught down to a pre-war basis, and at 
the same time the cost of labor and materials will not 
be disturbed. Naturally the local paint trade is hoping 
the bill will be passed. 

There are some big paint interests who believe that 
even with a large construction era the demand for paint 
will not be as large as anticipated in view of the fact 
that the general paint consuming public expects a drop 
in prices. Feeling as the public does, these paint in- 
terests say, it cannot be expected to jump in and buy 
freely. At the same time the paint interests are of the 
opinion that any readjustment of values should not be 
drastic in view of the high cost of manufacture, trans 
portation and other things that enter into the business. 

Brushes.—The brush manufacturers are having a 
great deal of trouble in securing materials. As antici- 
pated they will be unable to get any white bristles, and 
political conditions in and tfansportation from China 
are so uncertain that imports of black bristles during 
the first half of 1919, will not be a great deal larger 
than they were during the period of the war. For that 
reason the manufacturers say they cannot see how 
prices can very well be lower. They say also that busi- 
ness is quiet, probably because most buyers are hoping 
against hope that values will be reduced. The new 
sample lines show a marked improvement in the quality 
of offerings. A great deal of care has been taken in 
the finish of black brushes which will have to be sub- 
stituted on work formerly calling for white brushes. 

Dry Colors.—Nothing new has developed in the dry 
color market since last reports. Although business is 
very quiet prices apparently are just as strong as ever. 

Barrel Lots—Plaster paris, $4 to $4.25 per bbl.:; whiting 
commercial (bolted), Ze. Ib.; whiting, gilders, 24,¢. per Tbh 
dry zine (American), 20c. Ib.: lamp black, bulk, 15e. Ih. ; 


lamp black in 1-lb. packages, 19¢c.: raw and burnt umber, 8 
to 12c. Ib.; raw sienna, 15¢e. Ib.: burnt sienna. 13c. to 15¢ 
Princes’ metallic brown, 3%4c.: vellow ochre, 3'%4c.; Venetian 


red, 2%c. Ib. 

_ Pound Lots—Paris green, in 1-Ib. packages, 55e. Ib.: in 
%-lb. packages. 56c. Ib.; %-Ib. packages, 57c. Ib.; ultrama- 
rine blue, 24c. Ib. 

Glue.—The recent downward revision in prices for 
glue has failed to stimulate business. 

Glue, ground, 16c. Ib.; plate, 35c. Ib.; bonnet, 45c. Ib 


Lead.—Although the recent fixing of lead prices has 
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created a decidedly favorable impression throughout the 
paint trade, business is no better, and according to 
common talk it is not likely to improve for several 
weeks. 






White, in oil and dry, 121'4-lb. keg liste. Ib 25 and 
50-lb. kegs, 13% c.; 100-lb. kegs and larger, 13e for 500-Ib 
lots and over deduct 5 to 10 per cent Dry red lead and 
litharge, 12144-lb. kegs, 13'%c. Ib.; 25 and 50-Ib. kegs, 13 %4¢ 
100-lb. kegs and larger, 13c.; red lead in oil, 12%-lb. keg 











l4c. Ib.; 2 and 50-lb. kegs, 13% Ib. : 100-Ib 23 an 
larger, 13%4c. Ib Orange mineral, 12%4-lb. kegs, 4c. Ib 
25.and 50-Ib. kegs, 13%c.; 100-lb. kegs and larger, 13 \4¢ 


Oils.—The castor oil situation appears to be easing 
up. Very small quantities are reported to have been 
offered in the open market this month at irregular 
periods. For that reason some of the paint trade are of 
the opinion that the time is near at hand when large 
quantities will be offered, but they admit that it all de 
pends on what action the Government takes in regard to 
contracts. During the war the Government bought or 
contracted for huge amounts of castor oil for airplaines. 
When the armistice was signed it was thought the 
Government would cancel its contracts, but it has not 
to any great extent to date. There is a feeling in the 
air, however, that cancellations are coming very shortly. 
Until they actually do come, however, local castor oil 
quotations will remain nominal. 

There has been a further drop of 5¢ a gallon in 
quotations on linseed oil. Although the paint trade is 
“up in the air” as regards the future action of the 
market, the recent course of flaxseed prices would seem 
to indicate that the linseed oil market has not reached 
bottom. Turpentine prices are reported as firm and 
unchanged. 


Castor oil quotatior l elv nominal nder oil Oe. gal 
rasoline, 50 gal. or more oe gal kerosene M gal or 
more, 12146 gal lard oil, $2.15 gal ileohol, denatured 
Ole il wood, $1.30 gal linseed, raw n barrel lot $1.58 
gal in 10-gal. lots, $1.63; in 5-gal. lot $1.6 n 1I-gal. lots, 
$1.68 boiled, in barrel lots, $1.65 to $1.68 ! neatsfoot 
gy val sperm, $2.70 gal paraflin CE flanr a Fe 
ral turpentine. 86e. gal. in barrel lot n 10-gal lot Sle 


in gal. lots, 938e in 


l-gal. lots, 96« 

Shellac.—The shellac situation is somewhat mixed. 
This Government has taken off practically all restric 
tions, but does still demand that import licenses shall 
be taken out. The -English authorities have removed 
export restrictions in India, and so the movement of 
gums is nearer a normal basis than it has been before 
in a great many months. For this reason and because 
of the recent downward revision of alcohol prices, the 
local paint trade is inclined to look for lower gum quo 


tations. But the Caleutta gum market for March and 
April shipments is on a hicher price basis than our spot 
market at New York. The strength of the Calcutta 
market is due to the lack of offerings. It would seem, 


therefore, that lower shellac gum prices in this country 
are improbable for the near future, at least. 

Shellae gum (small quantities), D.C. (orange) ‘ by 
yy & € Ib "| N eer Ib bleached white he 


Sundries.—_No changes in quotations for putty and 
paraffin wax are noted. The market for the latter is 
reported as very strong, the supply situation not being 
any easier. There has been a reduction in the price of 
paint removers amounting to about 50c a gallon. For 
instance, removers that have heen selling at $3.50 a 
gallon are now quoted at $8. One of the largest floor 
wax manufacturers has notified the paint trade that he 
will protect buyers against falling prices until July 1. 


Putty (best) in 125-Ib. drum Se. Ibo: commercial putty 
fin drums), 5'4¢.; paraffin wax, in 225-lh. cases, 118-20 melt 
»9 97 








ing. nominal: 123-25 melting. 13¢. Ib 128-30 melting, 13% 
paro, in 100-Ib. cases, 14c¢. I 

Varnishes.—No improvement in the demand for 
varnishes is reported by trade interests. The market, 
according to most peonle, is not as steady as the paint, 
but nobodv seems willine to say they believe prices 
actually will be lower before spring. 


ia &! N “ x 
IWIN CITIES 
Minneapol ind St. Paul, Jar eS. 1919 
T present little is being done along the lines of paint 
work, the most being some interior decorating and 
refinishing. This, too, is on a very small scale. The 
general idea seems to be there will be a large amount 
of painting done this spring, as manv peovle have 
waited one, two or three years longer than they have 
wanted to wait now. for lower prices and enough help 
to do the work. The decline in lead. linseed oil and 
turpentine should encourage a general resumption of 
activities along these lines. Labor problems are becom- 
ing less serious, also, with the steady return of men 
from the service. 
Mixed Paint.—There is no change in the market on 
mixed paint and sales are running extremely light. 
We quote from local jobbing stocks: Ready mixed paint at 








$3.35 to $3.40 per gallon for first grade. Second grade at 
$2.15 to $2.50 per gallon; metallic paint in red, per pound, 
at 2 to 2% cents. 

Turpentine.—The market is holding very steady on 





turpentine, no change having been made in the past 
week. 

We quote from local jobbing stocks: Turpentine in barrel 
lots at 87c. per gal. 

Linseed Oil.—After the drop of last week there has 
been no further change. Sales continue light. 

We quote 
bbl. lots at 

Denatured Alcohol.—The warm weather which has 
continued with us for the past two weeks has diminished 
the sale of these goods to a great extent. There is no 
change in price. 


from local jobbing stocks: Boiled linseed oil in 


$1.58 per gal. 


We quote from local jobbing stocks: Denatured alcohol in 
bbl. lots at 75c. per gal 

White Lead.—The decline in price of white lead un- 
doubtedly will result in more orders both in the retail 
and wholesale way. 

We quote from local jobbing stocks: White lead in 100-Ib 
kegs at $13 per cwt. with the usual differentials for size of 
package and quantity. 

Glass.—Sales of glass have diminished considerably 
in the past two or three weeks. Prices still hold steady. 

We quote from local jobbing stocks: Single strength A 
grade glass, 40 in. and under, at 79 per cent, larger 78 per 
cent; double strength, 79 per cent from standard list. 

Putty and Points.—The sale of these items follows the 
general trend of the sale of glass and are, therefore, 
lighter. 

We quote from local jobbing stocks: 
at $1.25 per doz. packages; zine coated glazier points at 55c. 
per doz. packages. Commercial bladder putty in barrels at 
from $4.05 per cwt. to $5; strictly pure bladder putty in bar- 
rels at $5.55 per cwt 


CLEVELAND 


OFFICE OF HARDWARE AGE, 
Cleveland, Ohio, Jan. 28, 1919 

{ paint market has been a little more active the 

past week than for some time. The retail hard- 
ware trade has finished taking inventories and are plac- 
ing some orders for spring stocks of paints and var- 
nishes. There a:e no new developments in the price 
situation. Some makers are guaranteeing prices until 
the time of shipment or about April 1. The demand for 
automobile paint and finishes is also better and there is 
an improved demand for other specialties such as stains 
and screen paints. A price reduction of 50c. a gal. has 
been made on varnish remover. Quotations on mixed 
paints are unchanged. 


Zine glazier points 


Strictly pure mixed paints are quoted at $3.35 to $3.50 per 
gal. for colors, and $3.50 to $3.65 for white. 

Linseed Oil.—There is little activity in the linseed oil 
market and prices have declined 10c. per gal. 

Jobbers quote linseed oil at $1.65 per gal. in bbl. lots ‘for 
raw oil and $1.67 for boiled oil. 

Turpentine.—The turpentine market is quiet, but the 
price is not steady. Quotations advanced from 79c. two 
weeks ago to 874c¢., and afterwards declined lc. 
in bbl. delivery at 


Jobbers quote lots for city 


864c. per gal. 

White Lead.—The demand for white lead, which has 
been inactive for some time, has improved somewhat. 
The price has declined 1c. per lb. 


turpentine 


Jobbers quote pure white lead at 13c. per Ib. in 100 Ib 
kegs. 
Personal and Otherwise 
A fire last week in the business block at 88-90 


Pleasant Street, Malden, Mass., caused a loss of sev- 
eral thousands of dollars. The hardware store of A. 
A. West was the principal loser. 


The Safety Truck Chain Company of Stoneham, 
a $25,000 corporation, has been granted a Massachu- 
setts charter to manufacture anti-skid chains. The in- 
corporators are: Fred Martin, Herman A. Meek and 
Herbert H. Richardson, all of Stoneham. 

Bird & Son, Inc., of Walpole, Mass., manufacturers 
of roofing papers, etc., recently sold $1,000,000 6 per 
cent 10-year notes to Lee, Higginson & Company, bank- 
ers, Boston, who in turn resold the notes. 


An extension of the time for the conclusion of the 
transaction in which the trustees under the Everett H. 
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Barney will can compromise and exchange 719 shares 
of stock in Barney & Berry, Inc., for $143,800 worth 
of bonds, secured by a first mortgage on the corpora- 
tion’s property, has been allowed by the probate court, 


W. D. Batting, manager of the export department 
of John H. Graham & Co., 113 Chambers Street, New 
York, has arranged to sail for Europe on the steamer 
Baltic, February 15. Mr. Batting will study the busi- 
ness situation at their London branch, 122 Holborn, in 
charge of Fred W. Corner. He will also investigate 
conditions on the continent. 


The Nathan Novelty Company, New York, will move 
to its new factory, corner 5th Avenue and 12th Street, 
on or about February 1. Greatly increased manufac- 
turing and display facilities will be had in the new 
quarters. 


The board of directors of The Motor and Accessories 
Manufacturers Association, New York, has voted to 
establish a position of assistant manager of the asso- 
ciation. M. L. Heminway, formerly secretary of the 
War Service Committee of the rubber industry, has 
been elected for that position. 


K. S. Collatly, for several years Vice-President of 
the Indian Refining Company, New York, and in ad- 
dition to his other duties in charge during that time of 
the Havoline advertising, has severed his connection 
with that company. He leaves to go with the Illinois 
Zinc Company, executive offices in New York, to take 
charge of the formation and organization of a new de- 
partment, made necessary by the increasing business of 
the Illinois Zine Company and the constantly widen- 
ing scope of its activities. 


The following directors were re-elected at the stock- 
holders’ meeting of the Bridge & Beach Manufacturing 
Company, St. Louis, Tuesday, January 21: Hudson E. 
Bridge, Leo H. Booch, Henry C. Hoener, John F. Shep- 
ley, Louis H. Riecke, Laurence D. Bridge and Geo. 
Leighton Bridge. The board elected the following of- 
ficers: Hudson E. Bridge, president and treasurer; 
Leo H. Booch, vice-president and manager; Henry C. 
Hoener, vice-president; Louis H. Riecke, secretary; A. 


Ik. Gammeter, assistant treasurer; Geo. Leighton 
Bridge, assistant secretary. 
Washington News 
(Continued from page 44) 
likely to be called back to sit well into warm 


weather. It is because the work of the present 
session is so far behind that it will not be possible 
to complete it unless consideration of bills ceases 
and the entire docket is “railroaded” without 
debate. 


Appropriation Bills Far Behind 


“THERE are fourteen big annual appropriation 

bills, in addition to the revenue bill and sev- 
eral other important measures, which must be 
enacted during the five weeks now remaining of 
the present session. Only six of these fourteen 
bills have been reported to the House, only four 
have passed that body, and not a single one has 
gone through the Senate and received the Presi- 
dent’s signature. In other words, ten appropri- 
ation bills are yet to be considered by the House, 
passed, debated in Senate Committee, reported to 
the Senate, passed by that body, and signed by the 
President before the necessary work of the pres- 
ent session can be recorded as completed. 

Never before has the Congressional docket been 
in such an unsatisfactory condition and never be- 
fore have the appropriation bills assumed such 
gigantic proportions demanding careful consider- 
ation in the interest of the taxpayers. 

Unless Congress proposes to empty the Treasury 
with a scoop shovel the President will have to call 
an extra session to give adequate consideration to 
the big supply bills. 












Publicity for 


A Publicity Stunt That Paid 
No. 1 (8 cols. x 12 in.) 


Tv hardware merchant who follows this de- 





partment closely from week to week knows 
that effective and money-getting hardware 
publicity has a good many more angles than the 


2—The ad that helped Haynes 
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Why not an 4 
: ELECTRIC WASHING MACHINE? : 
Every housewife is compelled to do ) 
' r a certain amount of her washing at 
home anyway—on account of the f 
f texture of the garment, etc.; why ( 
not have a Maytag or an Eden, and : 
in the same time do all the laundry? 
‘ All you do is superintend the ma 
: chine—it does the work. 
: Let us demonstrate one for you 
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* Kansas Electric Utilities Company | 
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f= How a Kansas Hardware Man Cashed in on Rising Cost of Laundry 
Work and the Advertising of a Local Electric Company— 
Effective Small Town Publicity 


By Burt J. PARIS 


writing of good copy and the preparation of at- 
tractive display plans. 

While we devote a large share of our attention 
to individual comment on both copy and display, 
there are other points that we are constantly em- 
phasizing and featuring through examples of cur- 
rent publicity that if utilized will make your copy 


1—Smashing through the line at the right time 
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pull a great deal better than if you depended on the 
copy appeal exclusively. 

For this reason we would caution you about us- 
ing “canned copy” which may be prepared by some- 
one a thousand miles away from your store and 
who does not know your town, your local condi- 
tions and your institution. 

The value of this department lies in its ability 
to reproduce the ads and visualize for you the plan 
of a campaign or a series of ads or a policy which 
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trend of the prices of laundry work. And when he 
saw the publicity of the local electric company de- 
signed to offset the laundry prices by advocating the 
purchase of electric washing machines, he saw it 
was time to get busy. 

So then, gentlemen, we have here the reproduc- 
tion (No. 2) of the local electric company’s ad and 
the ad of the Haynes Hardware Company, which 
cashes in on both the laundries and the advertising 
of the electric company. 


3—An ad worthy of your careful study 























Owing to Government 
orders, all paint manufac- 
turers have had to drop 
some shades. whe ope 4 
we were only caught wit 
five colors. List below— | 





49-16 gals. No. 352, dark fawn, 
4: gals. No. 369, blue. 

43 gals. No. 478, citron green. 
4 316 gals. No. 481, flesh. 


We will sell out the above at 
the pre-war price, $3.00 per 
gallon. Regular price, $4.20 
per gallon. 


to Mr. 


those that 
will tell 





Varnish. 


Send some of YOUR ads 
Paris—both those 
that did good work and 
did not. He 
you why they 





Strictly Pare Thursday, January 9, 1919. Strictly Pure 
Linseed OIL, Monthly Paint Bulletin. White Lead, 
$1.75 gal. Watch our ads. every week. 130. Ib. - ; 
Paint. Prepare for Spring. 


Undoubtedly that Barn 
of yours needs Painting 
_ now. Don’t put it 
off and then pay out two | 
or three hundred dollars 
for a repair bill when you 
can paint, it for a very 
small cost. Reason it out 
for yourself and I am sure 
that you’ll find that paint- 
ing is economy. 


Then, too, there is that 
Tin Roof, which is already 
mgtty | rust spots. Paint 
it NOW, and always re- 
member that S. W. P. is 
made for every purpose. | 


-— 
| 
| 












Some people leave it to 
the painter to select a var- 
nish for INTERIOR work. 
There are others who in- 
sist on MARNOT for the 
floors, SCARNOT for the 
woodwork, and REXPAR 


pulled or why they failed, 
and maybe he will be able 
to suggest improvements, 
even on your best pub- 
licity. This is 
Hardware Age service. 





want. 
(Signed) 





We'll sell-you what you | 


if 


for outside. They’re wise. 
Cheap varnish is expen- 
sive, We do not sell 
cheap varnish. 





Floorlac, 


For FURNITURE or for 
Floors, is a Varnish Stain 
which bring’s out the natu- 
ral grain and imitates all 
the popular wood effects— 
makes old things look like 
new. Take home a small 








Painters USE IT. 





r THE PAINT MAN. 
FREE 4 Boys! 

a . 

e. Brighten that old bicycle | 

ul of yours with S. W. Bike | 


Enamel. It comes in 11 
colors, and only costs 35c. 
er can—and all the fel- 
ows will think that you 
have a new bike. 





The White Enamel 


Withont a fault, 
O—D—P. 


Makes a white mark on 
most enamels. 


1S'gcen no Met 
ve re 














can. 

Hardware, Follow the Yellow Sign Boards and come to Plumbing, | 
§ ies, : | 

Paints onl Ola H. R. DISBROW’S STORE, San | 

Stoves and Ranges. Phone 400 Allentown, N. J. Phone 400. Slating. | 








may exactly fit the conditions under which you 
operate. 

To show you exactly what we are driving at, we 
will take the town of Emporia, Kan., and the firm 
of the Haynes Hardware Company of that city. 


Emporia is a town of 10,000, and the prices of 


laundry work in this town are going up with a speed 
never before noted. 

Therefore, the adman of the Haynes Company, 
alive to local conditions, naturally took notice of 
the comment which was being caused by the upward 


Reading matter continues on page 68 


That is what we are driving at. The copy in 
this Haynes ad is very acceptable, but even were 
it a shade off it would not be vital, for there is an 
idea and a local plan behind this ad which is greater 
than the actual copy itself. 

And even the text itself could have been written 
only by a local man. Note how closely it analyzes 
the increased cost of laundry work in Emporia 

The value of all this to you is that it is not un- 
likely your town may be up against the same thing, 
and here is the whole plan, copy and idea which 
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Cremone Bolt No. 1052 


Did you ever know a car owner who 
didn't like to have handsome, conve 
nient, up-to-date equipment in his garage ? 


HE Cremone Bolt No. 1052 will appeal to 

him because it is a bolt for heavy garage 

doors that is handsome, easy-working and 
safe. Braces the doors rigidly at top, center and 
bottom, preventing them from warping—saves 
annoyance and expense—and is operated conve- 
niently by one handy center lever handle. 


You will find the ““Cremone” one of your best 
sellers. 


Write for a special catalog of Stanley 
Garage Hardware, which includes Butts, 
Hinges, Door Plates, Latches, the Stan 
ley Garage Door Holder—every piece of 
hardware required for the equipment of 
a garage. 


NEW BRITAIN CONN., U.S. A. 


New York Chicago 
100 Lafayette Street 73 East Lake Street 


Manufacturers of Wrought bronze id Wrought Steel Hinges ar id Butts o l 
nines. including Stanley Bi all Be es B utts Also Pulls oy — ts ( indle 
erless Storm Sash Hangers and Fasteners; Screen Win do 1d Blin d Trimmiz 


fee »ld Box Strapping, and Cc yd Re ile d Strip Steel. 





Stanley Garage Hardware is adaptable for factory and mill use. 
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with price changes and line changes will exactly 
fit your needs and enable you to sell over a given 
period more washing machines than you otherwise 
would. 

We could write you a nice piece of washing ma- 
chine copy and show you why every home should 
have one, but it wouldn’t have quarter the punch 
of this Haynes ad, which steps right up to the bat 
and wallops the laundry good and hard by showing 
that the washing machine will do the entire family 
wash in the time it takes to put on the washboard 
the small articles which the housewife will hold 
out by reason of the 1 cent per piece charge. 

And in concluding, we would direct your atten- 
tion to the novel border used by the Haynes Com- 
pany—a border made up of the letter “H.” 


Getting Results from Rural Trade 
No. 3 (4 cols. x 9 in.) 


H R. DISBROW of Allentown, N. J., is getting 

* good business fro mthe rural trade, and his 
policy is carefully prepared ads, fairly large space 
and concentration of his advertising expenditure in 
the best local medium. 

Take a look at this typical Disbrow ad and note 
the care used in the display and the seasonable sub- 
jects featured. Note the many attractive and un- 
usual touches given this ad: the small cuts at the 
top of the ad; the monthly paint talks; the notice 
to “follow the yellow sign boards” and the listing 
of the firm’s principal départments at the close of 
the ad. 


4—Finely worded and expressive paragraphs 
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4 The year 1919 has begun. With it comes the promis- $ 
ing outlook for “Peace on Earth, Good Will toward Men.’ 
It leaves in its trail the old order of things, which end- $ 
ed in a series of devastating world convulsions > 
> 
4 
‘ It ushers in a new era of brotherhood among men, with 
the laying of the corner stone for the future peace of the ¢ 
2 world. ‘ 
> 
It will go down in history as the year of all years. It $ 
will be graven on the memories of our children—our child- ; 
7 : ‘ " 
ren’s children—and in fact to the end of time, as the bridge , 
between the old and the new, or the dawn of a new day. Best 3 
of all, we Americans are playing a most conspicuous partinit. @ 
: . , : b 
With hearts filled with sacred. pride, let us do honor to $ 
the sons who have laid down brave lives upon their country’s > 
a 


altar. And let it be with firm avowal, as we take up cur tasks 
for the present year, that we pledge ourselves that these 3 
young lives shall not have been spent in vain, but that those 
mounds in Flanders’ fields shall ever emblemize a nation’s 
just crusade dedicated to posterity and a lasting peace. 


With these thoughts in mind, may our dealings with 
you and our methods of conducting our business be as instru- 
mental in cementing the good will between you and your 
Hardware store as this year wil] be instrumental in establish- 
$ ing good will in the world. 


With Best Wishes for a Happy and 


Prosperous New Year 


Down & Gilmore 


SANDY LAKE 
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Note the significant line used to advertise white 
enamel and the idea in the varnish panel calculated 
to make buyers insist on particular kinds of var- 
nish for interior work. 


Greeting by Down & Gilmore 
No. 4 (2 cols. x 8 in.) 


OWN & GILMORE of Sandy Lake, Pa., used 

this ad a few weeks ago, and, although it is 
past the time for New Year’s Greetings, we are 
glad to show this ad because of the excellence 
of the wording and the thought that it may be used 
over again in some other way. Wouldn’t this text 
be just the thing for a Lincoln’s Birthday ad or on 
Washington’s Birthday, both drawing near, and 
days which will have for us greater meaning than 
ever this year. Think it over! 


Coming Conventions 


INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Indianapolis, Jan. 28, 29, 30, 31, 
1919. M. L, Corey, secretary, Argos. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Omaha, Feb. 3, 4, 5, 6, 1919. Nathan Roberts, 
secretary, Lincoln. 

CONNECTICUT HARDWARE ASSOCIATION CONVENTION, 
Hotel Taft, New Haven, Feb. 4, 5, 1919. Henry S. 
Hitcheock, secretary, Woodbury. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee, Feb. 5, 6, 7, 1919. 
P. J. Jacobs, secretary, Stevens Point. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Kalamazoo, Feb. 11, 12, 13, 14, 
1919. Arthur J. Scott, secretary, Marine City; J. 
Charles Ross, manager of exhibits, Kalamazoo, 


IowA RETAIL HARDWARE ASSOCIATION CONVENTION, 
The Coliseum, Des Moines, Feb. 12, 13, 1919. A. R. 
Sale, secretary, Mason City. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, Pittsburgh, 
Feb. 11, 12, 18, 14, 1919. Sharon E. Jones, secretary, 
Fulton Building, Pittsburgh, Pa. 

NortTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Fargo, Feb. 12, 18, 14, 1919. 
Exhibition, Fargo Auditorium Building. C. N. Barnes, 
secretary, Grand Forks. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Chicago, Feb, 17, 18, 19, 20, 1919. Headquarters, 
Hotel Sherman. Leon D. Nish, secretary, Elgin. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, St. Paul Auditorium, St. Paul, Feb. 18, 19, 20, 
21, 1919. H. O. Roberts, secretary, 1032 Metropolitan 
Life Building, Minneapolis. 

OHIO HARDWARE ASSOCIATION CONVENTION AND EX- 
HIBITION, Columbus, Feb. 18, 19, 20, 21, 1919. James 
B. Carson, secretary, Dayton. 

CALIFORNIA STATE RETAIL 
CONVENTION, San Francisco, Feb. 18, 19, 20, 1919. 
Headquarters, Palace Hotel. Le Roy Smith, secretary, 
112 Market Street, San Francisco. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., Feb. 21, 22, 1919. Head- 
quarters, Hotel Lenox. George A. Fiel, secretary, 176 
Federal Street, Boston. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Coliseum Building, Sioux Falls, Feb. 25, 26, 
27,1919. KF. J. Shephard, secretary, Mitchell. 

KENTUCKY HARDWARE AND IMPLEMENT DEALERS’ AS- 
SOCIATION, Tyler Hotel, Louisville, Feb. 25, 26, 27, 28, 
1919. J. M. Stone, secretary, Sturgis. 

NEw YorK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Buffalo, N. Y., Feb. 25, 
26, 27, 28, 1919. Headquarters, Hotel LaFayette; Ex- 
hibition, Broadway Auditorium. John B, Foley, secre- 
tary, 607 City Bank Building, Syracuse, N. Y. 


HARDWARE ASSOCIATION 
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| IMPLICITY 


+| Three dominant elements embodied in 

Richards-W ilcox 

Woodworkers’ Rapid 
Acting Vises 








(PATENTED 


Built with two-piece cam-operating vise nut which forms a simple 
and powerful unit. The jaw may be instantly adjusted to any width. 














The screw action is continuous the entire width of the jaw. There 
) are no springs nor small parts to get out of order or wear out. Made 
in styles and sizes for all ordinary requirements of the pattern maker, 
, is : 
: woodworker or manual training student. 
. Write for handsomely illustrated pamphlet, 
‘ ‘‘Richards-Wilcox Rapid Acting Vises and Manual 
. Training Benches.’’ Sent without obligation. 
y, 
N 
|- 
6 
6, 
:- Fa MANUFACTURING Co. 
, 

US) AURORA ILL.USA. 

N BRANCHES: New York, Philadelphia, Chicago 
5, Boston, St. Louis, Minneapolis, San Francisco 
- Los Angeles, London, Ont. 
































Tucson, Ariz.—The W. J. Corbett Hardware Com- 
pany, 210 West Congress Street, is planning the erec- 
tion of a new building. Its business is both wholesale 
and retail. 


3EARDEN, ARK.—Roy O. Hale has disposed of his 
business to the Snow and Hubbard Hardware Company. 
Catalogs requested on the following items: Automobile 
accessories, baseball goods, bicycles, buggy whips, build- 
er’s hardware, building paper, children’s vehicles, 
churns, crockery and glass, cutlery, dog collars, fishing 
tackle, furniture department, galvanized and tin sheets, 
gasoline engines, hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy hardware, iron 
beds, kitchen cabinets, kitchen housefurnishings, lime 
and cement, linoleum, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, 
wagons, buggies and washing machines. 

HAMILTON, ILL.—The McMahan Hardware & Imple- 
ment Company has engaged in business here, dealing 
in bathroom fixtures, belting and packing, bicycles, 
buggy whips, builder’s hardware, churns, cream sep- 
arators, cutlery, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, lubricating 
oils, mechanics’ tools, plumbing department, poultry 
supplies, pumps, ranges and cook stoves, refrigerators, 
shelf hardware, silverware, wagons, buggies and wash- 
ing machines. 





Secor, ILu.—O. F’. Kleinhans is purchaser of the stock 
of hardware and implements of J. L. Miller. The new 
owner requests catalogs on a general line of hardware. 





MITCHELLVILLE, IowA.—Edward Alleman has bought 
the W. W. Wheeler hardware stock. 

MT. PLEASANT, IOWA. 
ing their stock. 


Coffman & Dunne are increas- 


Tipton, lowa.—Jens T. Soenksen has moved his stock 
from Bennett. 


AuGusTA, Micu.—The Moreau-Aldrich Company has 
succeeded to the business of C. L. Aldrich. The new 
firm carries a complete stock of automobile accessories, 
bicycles, buggy whips, builder’s hardware, building 
paper, children’s vehicles, churns, cream separators, 
cutlery, fishing tackle, furnaces, furniture department, 
hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, iron beds, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating 
oils, oil cloth, paints, oils, varnishes and glass, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting 
goods, wagons and washing machines. 


SALINE, MicH.—Edward J. Muir has taken over the 
stock and business of Muir & Gross. 


BALTIMORE, Mp.—William Wilke has discontinued 


business. 


FoLEY, MINN.—The Falk Hardware Company is pur- 
chaser of a hardware stock here, consisting of automo- 
bile accessories, baseball goods, bathroom fixtures, belt- 
ing and packing, bicycles, buggy whips, builder’s hard 
ware, building paper, children’s vehicles, churns, cream 
separators, crockery and glass, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, 
fishing tackle, furnaces, furniture department, galvan- 
ized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, iron beds, 
kitchen cabinets, kitchen housefurnishings, linoleum, 
lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrig- 
erators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games, wagons, buggies 
and washing machines. 


Notes of the Retail Hardware Trade 












IsLE, MINN.—E. R. Sandstrom has bought the interest 
of J. H. Love in the Isle Hardware Company. Catalogs 
requested on a general line of hardware. 


MAYNARD, MINN.—The Maynard hardware store, 
owned by Erickson & Heen, was recently destroyed by 
fire. 

New York MILuts, MInN.—Knut Hong and W. O, 
Bilstad now own the stock of the Quality Hardware, 
They request catalogs on electrical fixtures and sup- 
plies. 

BEAR CREEK, Mo.—The stock of A. Rickman & Son 
has recently been bought by Price Bros. A line of 
automobile accessories, builders’ hardware, crockery 
and glass, cutlery, washing machine, paints, oils, var- 
nishes and glaas, mechanics’ tools, etc., will be carried. 


Purpy, Mo.—The hardware stock of John Fly has 
been damaged by fire. Catalogs are requested on the 
following lines: Buggy whips, builder’s hardware, 
churns, crockery and glass, cutlery, dairy supplies, 
fishing tackle, galvanized and tin sheets, heating stoves, 
heavy hardware, lubricating oils, ranges and cook 
stoves, shelf hardware, silverware, toys and games and 
washing machines. 

CHAPPELL, NeB.—The Western Lumber & Hardware 
Company is now occupying its new building with a 
complete stock of baseball goods, cutlery, electrical 
household specialties, fishing tackle, builders’ hardware, 
sporting goods, washing machines, shelf hardware, 
ranges and cook stoves, heavy hardware, furnaces, ete. 


NEBRASKA City, Nes.—E. L. Overton has sold his 
hardware store to Rudge & Guenzel. 


LEAKSVILLE, N. C.—The Boulevard Hardware Com- 
pany stock is now owned by S. M. Harris. 

Forest River, N. D.—B, F. Vassau, who recently 
suffered a fire loss, requests catalogs on automobile ac- 
cessories, baseball goods, bicycles, buggy whips, build- 
er’s hardware, churns, cream separators, dairy supplies, 
dog collars, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and 
tin sheets, gasoline engines, hammocks and tents, har- 
ness, heating stoves, home barbers’ supplies, iron beds, 
kitchen cabinets, kitchen housefurnishings, linoleum, 
lubricating oils, mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrig- 
erators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, wagons, buggies and washing 
machines. 


Changes in Devoe Organization’ 
EVOE & RAYNOLDS CO., Inc., New York, an- 


nounce the following changes, which are now in 
effect: E. T. Slade, sales manager, eastern division in 
charge of country sales; R. C. Thomas, assistant sales 
manager, eastern division, in charge of country sales; 
KE. L. Davis, sales manager metropolitan district and 
export; E. S. Blackledge, industrial and manufacturing 
trade, in charge of dry colors both city and country; 
KE. S. Phillips, in charge of branches and warehouses, 
eastern division and assistant to president. 


_ Chicago Spring Butt Changes 


OTICE has been received from the Chicago Spring 

Butt Company, Chicago, II1., to the effect that they 
will hereafter be represented in the states of California, 
Oregon and Washington by the Ewing & Lewis Com- 
pany, Inc., manufacturers’ agents, of Los Angeles and 
San Francisco. It is further announced that Fred C. 
Stephenson will succeed Al. Treat in the Central 
Territory of the United States, Mr. Treat having re- 
cently been made sales manager of the company. N. J. 
Etienne will act as the company’s representative in the 
Western states. 
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Here is One King 


THE KING ,- 


Forever 


BALL TIP 


DETACHABLE and ADJUST- 
ABLE Spring Hinge 


Which Shall Retain Partial- 

ity and Public Favor Every- 

where, in the future as well 
as the past 


Right Price 


Order Now for Immediate or Spring Shipmen: 


Large Stock 


All-steel construction, highly fin- 
ished. Simple, strong, durable and 
attractive in design. The spring 
tension is easily and quickly ad- 


jJusted with a common wire nail, While these hinges are most com 


and the door taken down by releas- monly used on screen doors, they 
ing the spring and withdrawing the are suitable for lavatory and storm 
pin without removing any screws doors. 


Spring replacements can be made 
without tools. 

Tested, oil tempered springs in 
sure long life. 


or using any tools. 

Hinges packed one pair in carton 
with screws, and six dozen pairs 
in case. 


No. 2700 


Illustration Four Times Full Size 


sige" ALLITH-PROUTY CO. 3% 


See Ser Menaeewe een 
Overhead Carriers DANVILLE, ILLINOIS, U..S. A. Philadelphia 


Hardware Specialties San Franelece 
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Strictly Business 


4__The Five Great ‘‘Dealer Factors” 
By HORACE HOLLEY 


T will be easier to appreciate both the privileges 
and the responsibilities of the independent store 
regarded as a full-fledged profession, it we stop 

to consider just what elements the modern dealer 
has been putting into his enterprise. 

Let these be listed in what the writer believes 
their order of relative economic importance. A 
brief analysis of each element will follow. 

1—Selection of Stocks. 

2--Inter-Dealer Association, Personal and Func- 
tional. 

3—Customer Service. 

4—-Systems of Account, Methods of Management. 

5—Arrangement of Stocks—Store “Atmosphere.” 

All these elements are capable of extensive treat- 
ment, and not capable, merely, but deserving of it. 
Not all that should be said about them can be 
brought out until other facts have been examined, 
but meanwhile we shall at least establish the 
grounds for a more accurate and complete under- 
standing of the chief problems at issue. 

Selection of stocks is the first function. 

I place it first because I sincerely believe it in- 
volves the dealer’s most significant economic action. 
To make an effective, legitimate selection of stocks 
under modern conditions of production, requires a 
mental power and a slowly acquired, specialized ex- 
perience, comparable with that demanded by any 
older profession. Let us realize that modern in- 
dustry has transformed not merely the manners 
of life, but its methods. We are mutually inter- 
dependent to a degree never before revealed by 
history. This development has been uneven as well 


as rapid—the false utility has appeared along with. 


the true, the shadow with the substance—and the 
independent dealer throughout this process has been 
the discriminating factor intervening between pro- 
ducer and consumer. In the real economic sense, 
production does not always produce. That is, in- 
dustry frequently makes what society does not re- 
quire. The dealer, therefore, by exercising. his 
privilege of buying what and where he liked, has 
unconsciously but none the less actually determined 
in large measure the lines on which production has 
increased or decreased. 

This is a vital service. It could not have been ac- 
complished at so little expense and confusion by any 
other economic unit. Had distribution been direct 
the control exercised by consumers alone would have 
proved far slower and far less definite. 

The independent store, therefore, has been a kind 
of unofficial senate whose decision approved or ve- 
toed the proposals of industry. Without the power 
of initiating production, the dealer has nevertheless 
determined what goods might best be produced. 

The exercise of a function of so high an order 
certainly implies not a trade but a profession. 

And in this connection it is well to remind our- 
selves that as the function is exercised with more 
understanding, its effect increases. The dealer’s 
authority along this line so“far is but a faint re- 
flection of what his authority can become later on. 

For one more important fact emerges here—that 
a profession implies not merely increased personal 
ability, but also greatly extended group co-ordina- 
tion. 

Thus dealers co-ordinated to one definite standard 
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and policy could determine industrial evolution even 
as the road maker determines the directions taken 
by a car. 


Germantown Tool Works Changes Name 


TARTING the new year with good resolutions is 
S common enough, but the Germantown Tool Works, 
of Philadelphia, have started the year with good reso- 
lutions plus a new name—“The Griffith Tool Works,” 

For years the Germantown Tool Works have been 
nationally known as the manufacturers of German- 
town hammers and hatchets. And for years German- 
town tools have been widely used and recommended be- 
cause of their consistent quality. But throughout the 
period of development the owners of the Germantown 
Tool Works have been assuming greater interest in the 
product, taking an increased and rightful pride in its 
quality standards, so that after several discussions 
they decided to give the concern their own name. The 
personnel of the new firm remains the same and the 
old “Germantown” brand of tools will be manufactured 
as before, but marketed under the name “Griffith.” 

Of all sections of Pennsylvania rich in historic in- 
terest none exceeds in wealth the one-time suburb, now 
a part of Philadelphia, known as Germantown. Settled 
in October of 1683 by thirteen Mennonite families, its 
industrial life and enterprise, for it was the cradle of 
some of our greatest industries, early gave it marked 
individuality. 

In 1854 Germantown became a part of Philadelphia. 
Three years later, in 1857, George Selsor started the 
manufacturing industry which was afterwards known 
as the Germantown Tool Works. 

In 1892 the Germantown Tool Works were purchased 
by the Griffith and Wilson interests which largely in- 
creased the line. 


Eclipse Takes Over Clark Products Co. 


fle Clark Products Company, 130 North Wells 
Street, Chicago, Ill., has been taken over by the 
stockholders of the Eclipse Manufacturing Company, 
Indianapolis, Ind., and the plant has been moved to 
Belvedere. The product of the factory, which is a high- 
class metal or glass polish, known as Metalglas, will be 
handled through the Eclipse Manufacturing Company. 
It is the intention of that firm to market Metalglas 
through the jobbing trade exclusively, and under the 
same sales policy as that employed with the Hercules 
spark plug. 


Brief Notes of the Trade 


The Auto Specialties Mfg, Co., St. Joseph, Mich., is 
considering the erection of a new one-story machine 
shop. 

The I. A. M. Alarm & Seal Lock Co., New York, has 
been incorporated with a capital of $50,000 by J. Forbes, 
T. M. Clare and T. J. Brennan, 104 Perry Street, to 
manufacture lock specialties. 

The Reflex Ignition Co., Cleveland, which recently 
purchased a factory site near West 106th Street and 
the New York Central Railroad, plans to erect a plant 
during the coming spring for the manufacture of spark 
plugs. 

Lindsay Bros., 78-94 Reed Street, Milwaukee, manu- 
facturers and jobbers of agricultural machinery, imple- 
ments, etc., has incorporated the business under the 
style of Lindsay Bros., Inc., with a capital stock of 
$200,000. The incorporators include E. J. Lindsay, 
George I. Lindsay and Frank H. Lindsay. 

The Allen Windows Co. of America, Elmira, N. Y., 
has been incorporated in Delaware with a capital of 
$500,000 to manufacture special windows and other 
equipment. Victor M. Allen, Shingle House, Pa.; 
George A. Scott, Waverly, N. Y., and George A, Dudley, 
Elmira, N. Y., are the incorporators. 

The Blake Window Hanger Co., Middlesboro, Ky., is 
planning for the establishment of a plant for the manu- 
facture of metal window hangers and kindred products. 
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What Sells 
UNIVERSAL Home Needs? 


‘They are the best in mechanical construction, 
material and quality. Nearly every home in 
your community is using with the utmost satis 
faction utensils bearing this UNIVERSAL 
‘Trade Mark. 


Our national advertising in the prominent 
publications such as The Saturday Evening Post, 
Delineator, Woman’s Home Companion, Pic- 
torial Review, Literary Digest and many others 
keep up the interest in UNIVERSAL Bread 
Makers, Food Choppers, Percolators, Electrical 
Appliances, Vacuum Bottles, Cutlery, Pocket 
Knives, ete. 


Make our advertising your advertising by fol 
lowing it up with attractive window displays and 
advertising in your local papers for which we 
will furnish electrotypes. This will help exploit 
the idea that your store is headquarters for UNI 
VERSAL Home Needs. 


UNIVERSAL Home Needs are made to meet 
the Home service requirements of the consumer 
and the store profit requisements of the Dealer. 
Act today, not tomorrow. 


{UNIVERSAL} 


ee amas 
LANDERS + FRARY S= CLARK 
‘TNBW- BRITAIN. CONNECTICUT ~* 


























































































































































































































‘*Best-Yet’’ Sink Brush 


The Capital Brush Company, 415 
Blue Hill Ave., Roxbury, Mass., is 
manufacturing a combination scraper 
and sink brush called the “Best-Yet” 




















The Best-Yet” popular-pricead scraper and 


sink brush 


which shows signs of becoming a pop- 
ular seller in the trade. The brush, 
as illustrated, is designed with a rub- 
ber scraper near the top of the wooden 
base and while constructed along high 
class lines is retailed at a very nomi- 
nal price. 


The ‘‘Liberty Tank’”’ 

The Nelson-Bacon Mfg. Company of 
Oshkosh, Wis., has announced the 
manufacture of the “Liberty Tank” 
car for children. The car is all wood, 
the only steel being the screws that 
put it together. It is 29 in. long, 
14 in. high and about 14 in. wide. 
The child propels it by walking motion 
of the feet on the ground or sidewalk. 
It has a miniature cannon fastened 
securely to the steering wheel so that 
when the front wheels are turned the 
cannon points in the direction that 
the “Tank” is running, The seat is 
adjustable so that children from two 
to eight years can use it. The back 
axle is strong enough so that a second 
child can jump on the axle and coast. 
It is painted a dull gray with a var- 
nished coating, striped in black 














The “Liberty Tank” 


around the edges of the sideboards, 
and a camouflage with white ends and 
orange next to the white and the place 
where the words “Liberty Tank” is 
painted is green. The camouflage is in 
accordance with the regular govern- 
ment camouflaging. These tanks 
weigh 14 lb. 


Automatic Electric Washer 
The Automatic Electric Washer 
Company, Newton, Towa, has just 
placed on the market a new automatic 
electric washer, No. 10, which is built 
without a bench for an extra tub. 
This new model is to meet the de- 
mand for a machine of moderate price, 
It is equipped with a_ reversible 





“Ne. 6° 


Automatic 


wringer, operating in four different 
positions, and also has adjustable cas- 
ters. The machine can be elevated to 
permit the wringer to swing over sta- 
tionary tubs of any height. It is of 
the usual automatic construction, with 
no gearing attached to the bottom of 
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the tub; gear drive using fibre pinion 
on motor. Two levers control the 
operation of the entire machine. 

The washer is of the usual dolly 
type, Louisiana cypress tub and hard 
maple dolly. It is trimmed in gold 
bronze. 


American Stock Tank Heater 


The accompanying “x-ray” ilustra 
tion of the American stock tank heater 
plainly shows the interior construe 
tion, Notice the heat dome with its 
large heating surface directly over the 
fire. It is entirely submerged, utiliz- 
ing all the heat. 

Instead of poking into the top of 
the fire, choking the grate with ashes, 
the operator shakes the grate, just as 


in running any heating stove, with 
the result, it is stated, that better 
draught is secured and no fuel is 


wasted by being forced through th 
vrate into the ashes. 
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Detail the stock tank 


heater 


view of American 

The American stock tank heater | 
made of cast iron, is self sinking and 
stands firmly in the tank. Water cll 
culates under as well as around it 
The entire heater casting is cast 1 
one piece, eliminating all possibility 
of leaks. The American Gas Machine 





























Company, Albert Lea, Minn., is the 
maker. 
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DITOR SEAL 
"OMEGUN? 








} Sa PRODUCTS 


The tremendous improvements made in automo 


Put up in all sizes 


bile construction throughout the great war indicate 











an even greater importance in the sale of car acces- 
| sories and chemical products throughout the com- 

he | ing seasons. 

ly | Dutch Brand Products cover the entire range of 

urd | Rubber Cements and Chemical Specialties needed 

old for the maintenance of cars of all makes and include 
also all chemical necessities for the upkeep of the 

er bicycle and motorcycle. 

- You can easily induce the car owner and cycle ae 

uc: rider to make your store his headquarters by making [4% aru Ful orp r ans 

a use of the attractive window and counter displays 

mn that are afforded by a stock of Dutch Brand Prod- 
ucts. The labels in brilliant orange, blue and white 

he are magnetic in their trade pulling value. 

ie Our book, “Keeping Down the Upkeep,” helps 

ter you solve the customer's problem—and your own. ae 

Pe Write us for a copy. 





rs 6-in. Tub 
Retails $0.35. Jobbers: Do not overlook the Dutch Brand Prop 


osition. 


Write us today. 


“SIMPLY SHOOT IT 
INTO THE CUT” 








tank 








ri | OTHER DUTCH BRAND PRODUCTS OTHER DUTCH BRAND PRODUCTS 




















and F 
oe i aye Patching Cement AN I | | ROS Itide I . TT 
cit } S0ber Seal (a rubber putty) ag” a 4 Graphit 
| it ; M & Powder, Tire Tale, Sure bd ind Mien CGrense Valve 
j I . | Self Curing All Rubber (irinding pound Ir m 
Ce fee cee, ee, Cement «Manufacturers Dutch Brand Rubber Cements Riis Gaaket Uhatind aad Ci 
ity HAN ment, Liquid ‘Radiator ml and Auto Chemical Specialties nent, Friction Tape, Bicycle |] 
hi , mM pound Carbocide (4 Car Rubber and i ( nt, Tir 
in BA) tee remover). Varnl-belte. a 7701-7711 Woodlawn Avenue glee nlig Aca 8 
the | Tey ,bolish). Engine Paint Entire Block, 77th to 78th Sts. Cycle Oil, Ball Bearing ¢ 
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‘‘Sementol Liquid’”’ 


The Northwestern Chemical Com- 
pany, Marietta, Ohio, is featuring a 
product called “Sementol Liquid” for 
repairing leaky radiators without the 
need of laying up the car until the 
repair sets or hardens. 

The water in circulating through 
the cooling system carries the “Semen- 


Can of “Sementol Liquid” 


tol Liquid” to the leak, and on coming 
in contact with the air it congeals and 
is hardened by the heat from the mo- 
tor, forming an elastic repair. It is 
not necessary to drain the radiator, 
as the liquid is harmless. If allowed 
to remain in the cooling system it will 
automatically repair new leaks that 
may develop, according to the manu- 
facturer. 


‘‘Wizard’’ Anti-Freeze Fluid 


The Cincinnati Oil Works Company 
of Cincinnati, Ohio, has recently added 
to its line an anti-freezing fluid for 
the automobile called the “Wizard,” 
which, it is said, will protect radiators 
against freezing. The concern states 
that the liquid will neither boil away 
nor evaporate. All that is necessary 
is to drain the cooling system of the 
car, see that there are no leaks and 
then fill with a mixture of the 
“Wizard” fluid. This solution, it is 
further stated, will protect to 20 deg. 
below zero. 


New Wayne Curb Pump 


The Wayne Oil Tank & Pump Com- 
pany of Fort Wayne, Ind., has re- 
cently perfected a new curb pump 
known as model 440, 
which is attractively 
constructed and sim- 
ple to operate. By 
turning the handle 
forward a_ constant 
rate of discharge is 
maintained. In fact, 
every motion of the 
handle is a forward 
motion that delivers 
fluid. 

The pump is of the 
long - distance ty pe, 
and is especially de- 
signed for sidewalk 
installation. It _ is 
stated that the ped- 
estal is made of boiler 
plate, and is strongly 
clamped between a 
heavy cast-iron base 
and top head. Heavy 
cast iron is also used 
for the dome and light 
standard. The meas- 
uring cylinder is made of heavy-gauge 
seamless brass tubing fitted with a 
solid head and secured in place by 
steel tie-rods. All cast iron or steel 
parts of the pump that come in con- 
tact with the liquid are heavily gal- 
vanized. The housing, or outside 
shell, is constructed of the same ma- 
terial as the pedestal, with special 
reinforcements at the top and bottom. 
This housing closes and locks, thor- 
oughly protecting the working parts 
from the action of the weather, The 
pump is held in place by expansion 
bolts or lag screws bedded in the foun- 
dation. The regular finish is orange 
enamel, but other finishes may be had. 

A large aluminum discharge indi- 
cating dial which may be set for the 
delivery of any quantity from % to 
20 gal. is prominently located on the 
delivery side of the pump. A com- 
pensating meter is provided which 
totals all deliveries of full gallons up 
to 1,000,000. When this amount is 
reached it automatically repeats. 
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Vew Wayne Curb 
pump, No, 440 


Carbon Remover 


The Workrite Mfg. Company, 5608 
Euclid Avenue, Cleveland, Ohio, has 
introduced a carbon remover and gaso- 
line saving device called the Workrite, 
which consists of a metal frame for 
holding a quart jar containing water, 
attachable to the dash, engine or any 
convenient place. In the jar cap there 
is an adjustable inlet valve and an 
outlet connection. A rubber tube runs 
to the manifold, where it is attached 
with a %-in. pipe thread connection. 
The air is drawn through the water 
by the suction of the engine and this 
vapor is mixed with the gasoline. A!! 
connections are made from brass, and 
cannot rust. 

The oxygen in the water, the con- 
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Workrite carbon remover and 
gasoline saver 


The 


pany states, burns the carbon in the 
engine and eliminates further deposit, 
giving a good mixture with poor ga* 
oline, causing a powerful explosion | 
It is further stated that it requires 
no attention or expense except refillitg 
with water. About one quart of water 


is used in running 100 miles. It use 
only air and water. It is easily a 
tached to any engine in a few minutes 
where the manifold is exposed be 
tween the carburetor and engine. This 
device provides a simple form of aP 
plying a principle used for years ™ 
gas engine work, that of mixing’ 
small amount of water vapor with the 
gasoline to make a better combusti® 














